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Brown’s Friends Were Skeptical 





When Brown went into life under- 
writing with the Reliance Life, his friends 
were certain he would fall within sixty 
days. 


The reason was that Brown’s friends 
knew nothing about the Reliance, or the 
remarkable sales equipment it had to 
offer a man of his ambition and intelli- 
gence. 


Today, Brown is among the more pros- 
perous life underwriters. His friends are 
wondering how he has been able to buy 
his new car and move into his own home 
in one of the city’s best residential dis- 
tricts. 


Here are two reasons why Brown’s 
prosperity was assured from the begin- 
ning: 

He has a direct agency contract with 
the Company, which enables him to earn 
substantial first year and renewal com- 
missions. 


In his complete line of participating, 
non-participating and guaranteed divi- 
dend policies, he has the Perfect Protec- 
tion Policy which overcomes his pros- 
pect’s self-interest—the greatest barrier to 
the sale of life insurance—gives him an 
unusual approach and a high ratio of 
sales to interviews. 


There are hundreds of Reliance under- 
writers from coast to coast equally as 
prosperous as Brown. 


Sell Perfect Protection and you'll sell 
MORE life insurance.” 


Profitable agency connections are open 
to men who can furnish satisfactory ref- 
erences. 


RELIANCE LIFE 





Mail This Coupon Today 


Reliance Life Insurance Company 














An Illustration of The 


PERFECT 
PROTECTION 
POLICY 


s\n 
NS 


$15,000 Payable for loss of 
life from accident. 


$10,000 Payable for loss of 
sight, two hands, two 
feet, or one hand and 
one foot from acci- 
dent. 


$25,000 Payable for loss of 
life, or $20,000 for 
loss of sight or two 
members, if due to a 
collision or upset of a 
private, pleasure auto- 
mobile while traveling 
therein. 


$50 Weekly if disabled by 
accident. Payable for 
52 weeks for occupa- 
tional disability—208 
weeks additional for 
permanent disability. 


$75 Weekly indemnity for 
hospital confinement 
for 15 weeks. 


$50 Medical attendance in- 
demnity for non-dis- 
abling injuries. 


$50 Weekly indemnity for 
52 weeks, if disabled 
by sickness. 


$600 Per year IN ADDI- 
TION if totally and 
permanently disabled 
by accident or sick- 
ness. No more pre- 
miums to pay and no 
deductions from the 
amount of life insur- 
ance due your family. 


$5,000 Cash to you at age 65, 
or 


$5,000 Cash or a substantial 
monthly income in 
event of natural death. 


Issued in Larger or 
Smaller Amounts 








































Gentlemen: Without any obligation, furnish me complete details on the Reliance Agency Contract. 
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AUSTIN, TEXAS, Nov. 19.—On May 1, 
of this year, the Texas State Board of 
Insurance Commissioners issued a 
statement announcing its intention of 
reviewing the entire fire and casualty 
rate structure to ascertain if the rates 
being collected were fair and reason- 
able in so far as both the insurance 
companies and the public were con- 
cerned. This was deferred until such 
time as the experience of the companies 
for 1928 and for the five-year period of 
1924-1928 could be tabulated, and ac- 
cordingly, on Sept. 25, 1929, a 
public hearing was held, at which every 
rate schedule, rule, regulation and form 
previously approved by the Board was 
submitted for discussion and considera- 
tion. 

The Board sought from every avail- 
able source all the information obtain- 
able on which to base its revision, lis- 
tening to the discussion at the hearing, 
soliciting the views of all interested 
parties, companies and agents, and, ac- 
cording to Fire Insurance Commissioner 
J. W. DeWeese’s statement in promul- 
gating the rate changes, “has very 
carefully considered the experience on 
each of the various classes and has in- 
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creased rates in the instances where the 
experience indicates that the business 
has been unprofitable to the companies 
and decreased rates where the experi- 
ence indicates that companies have 
made too much profit on a class. The 
effect of these increases and decreases 
as a whole will mean a reduction in 
premium income for the companies of 
approximately three-fourths of one 
million dollars for a five-year period and 
a corresponding saving to the public.” 

Amendments to the General Basis 
Schedule, effective Nov. 20, and provid- 
ing for these increases and decreases, 
are being distributed to the companies 
and their agents in Texas. 


Classes Affected 


The classes for which rates have 
been decreased, and the percentage of 
decrease in each case are as follows: 

Airplane Hangars, Brick and Frame, 
in protected towns, 25 per cent. 

Airplane Hangars, Brick, in unpro- 
tected towns, 25 per cent. 

Apartment Houses, Brick, in pro- 
tected towns, 25 per cent. 

Churches, all classes, except Fire- 
proof and Sprinklered, 25 per cent. 


Dwellings, Brick, in protected towns, 
25 per cent. 

Dwellings, Frame, in 
towns, 15 per cent. 

Dwellings, Brick, 
towns, 15 per cent. 

Fireproof, Semi-Fireproof and/or 
Sprinklered Buildings (No deduction 
applicable to contents), 25 per cent. 

Garages (other than private), Brick 
and Frame, protected, 25 per cent. 

Garages (other than private), Brick, 
unprotected, 25 per cent. 

Hospitals, All Classes, except Fire- 
proof and Sprinklered, 20 per cent. 

Nurses’ Homes, All Classes, except 
Fireproof and Sprinklered, 20 per cent. 

Packing Houses (meat), Brick, in 
protected towns, 15 per cent. 

Packing Houses (meat), Brick, in 
unprotected towns, 15 per cent. 

Woodworkers of All Kinds (except 
saw and planing mill property that is 
rated under special Saw and Planing 
Mill Schedule), Brick, protected and 
unprotected, 20 per cent. 

This class includes, Barrel, Basket, 
Bobbin, Box, Butter Dish, Chair and 
Coffin Factories, Planing Mills (not at 

(Continued on page 33) 
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Fire Insurance 
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AS i LIVE 


ND breathe! Here we are under a 
brand new heading. I trust that 
the thousands in this great unseen 
audience—as the radio addressers so 
well have it—will agree that it is more 
“Jifelike” and generally apropos to the 
subject of life insurance than was “In- 
cidentally.” No change in the manage- 
ment or operation of the column is con- 
templated. It will be conducted on the 
same broad lines of service as in the 
past, etc., and the reader interest of the 
old Incidentally column will be rein- 
sured by As I Live as of November 21, 
1929. The combined circulation of the 
two columns and the Saturday Evening 
Post exceeds three million weekly. 
* * * 





N another page of this issue will be 

found a news item regarding the 
new building to be erected by the 
Metropolitan Life, a building which in- 
volves 132 stories—that is thirty-two of 
actual stone and steel construction and 
a hundred stories of varying content 
from the columns of the daily press. 
The possibilities of eventually adding 
to the building are discussed in a 
statement by President Ecker. 

* * * 


ILL ROGERS, who owes his rep- 

utation to his sound common 
sense more than to his unquestioned 
flair for humorous expression, sums up 
the situation very nicely in commenting 
on the persistency of insurance sales- 
men. He says, encouragingly: 

“It just seems to be some people’s 
luck to get blamed for being good in 
their business. Well, you know how it 
is. If a guy is going to sell any insur- 
ance, for instance, why, he’s gotta kinda 
stick around and ask people if they 
don’t want some more insurance. The 
crowds ain’t going to walk all the way 
upstairs to his office and knock on the 
door to be let buy a little insurance, no 
matter how good it is. And then they 
poke lots of fun at the insurance agents 
for peddling their stuff. I like insur- 
ance agents myself, because they do 
more good than a lot of fellows that 
just sit around looking dignified.” 

* * * 

T seems that this young doctor hadn’t 
any practice to speak of, but he did 
have a new buggy and a very fast 
horse, according to John A. Stevenson, 
telling a story to New York underwrit- 
ers by way of illustrating a point. And 
he drove continually through the streets 
of the town at a furious rate. He at- 
tracted attention and without curing 
a great many people he finally became 
known as the busiest doctor in town. 
And then he was the busiest. The set- 


ting of the story is a bit ancient, but 
the application of the idea fits modern 
conditions perfectly. 


—— THE —— 
THIRD PARTY 


HE sudden and unexpected death of 
David Van Schaack last week in 
Hartford shocked me as it must have 
a great number of people the country 
over, for Mr. Van Schaack’s personal 
and business friends were many. 
* * & 

COUPLE of years after I had been 

graduated from college I went to 
work for Mr. Van Schaack, who had 
joined the Aetna Life Insurance Com- 
pany in 1907 to establish a publicity 
bureau for that company. 

* * & 

T that time Mr. Van Schaack and 
myself constituted the publicity 
bureau and for a short time the “Aet- 
naizer” was continued more as a mag- 
azine of articles and illustrations not 
especially connected with insurance 
matters than are most insurance house 
organs today. I recall that among my 
first contributions was an article on 
swimming which necessitated a trip to 
New York in a search for photographs 
to be used as illustrations. Of course, 
nowadays the pictures would not have 
startled anyone, but in those prehis- 
toric times I was not so sure. But Mr. 
Van Schaack informed me that “super- 
ficial abundance of clothing was not a 
recognized aid to the perfection of 

natatory accomplishments.” 

* * * 

R. VAN SCHAACK was a wide 
M reader with, I thought, unusually 
good and discriminating literary taste. 
I had gone to the same college as 
he and was a member of the same 
Greek letter fraternity, and he would 
now and then discuss “fraternity 
matters” with me and even at a more 
tender age than I have now attained to 
I found it refreshing that he did not 
appear to take his college secret society 
with as much seriousness as did and do 
some of the other “brothers.” 

Ke * * 

N enthusiastic young man he had 

never seen before rushed into the 
office one day, grasped him heartily by 
the hand and shouted, “Well, it is fine 
to meet you, Brother Van Schaack,” 
though he pronounced it “VanShak.” 
Then he tried to sell an absurd plan 
for a national advertising campaign 
that would have cost a great many 
thousand dollars. And into his endless 
talk he kept injecting references to the 
common ground of fraternal relations, 
until finally Mr. Van Schaack man- 
aged to interrupt him for a minute and 
quoted from Pope, I believe, “Forget 
the brother and resume the man.” 


The youth went away sorrowful. 
RnR. RW. 








SMOKES 


CHAP I know who pounds out copy 
for a big New York daily met me 
on the street the other day and said: 

“Are you still in the trade paper 
racket, or have you graduated into the 
legitimate field?” 

Well, what I told him in so many 
words is not the sort of thing you could 
print in this family journal, but as in- 
surance men and subscribers you might 
be interested in my reasons for believ- 
ing that the literature of your business 
is highly “legitimate” and that a large 
percentage of the daily newspaper out- 
put is sheer bunk. 





* * * 


T IS my theory that when you pick 
| up THE SPECTATOR, or any other 
reputable insurance paper that you 
subscribe to, you are opening the pages 
of as sane, sensible and dependable a 
newspaper as you can lay your hands 
on in this country today. These lines 
are being written before I have any 
conception of what is going to make up 
this issue of THE SPECTATOR, but I can 
be bold enough to predict that if you go 
through it from cover to cover you will 
find it, with the possible exception of 
this column, to be authentic stuff. You 
will find it, in other words, a presenta- 
tion of facts or essays in fact finding— 
a straight report of what is being done 
and said in the insurance world. That, 
of course, may be bunk, or it may not. 
It is not for a reporter to say. 

*x* * * 


OW as to the daily newspapers. I 

wouldn’t have the temerity to 
question the accuracy of pure news as 
it is wvitten up in our great journals or 
the skillfulness of the men employed in 
gathering it. I’m thinking chiefly of 
the reams of fiction printed on the in- 
flated sporting pages, the hackneyed, 
trite, meaningless clichés written over 
and over again by the critics of liter- 
ature, music and the drawma. And we 
could hardly, at this time, exclude the 
market analysts. That kind of stuff 
has no place in insurance journals. You, 
who practice the business, are the “ex- 
perts.” We, who write about it, are, 
at the most, expert insurance reporters. 


*x* * * 


ND here’s a proposition. I canname 
A you half a dozen insurance jour- 
nalists who could pinch hit for any of 
the above named newspaper “experts” 
and you’d never know they were weav- 
ing their stuff out of thin air. But 
could any of those boys, in turn, write 
critical comment on the Missouri rate 
case or the New Jersey separation 
problem and get away with it? 
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Superintendent Conway Will 
Be Commended 


HE step taken by Superin- 

tendent Conway of New York 
to curb the encroachment of in- 
land marine insurance on com- 
mercial fire lines will be heart- 
ily commended. That there have 
been unintentional violations of 
correct underwriting is granted, 
but it is also undoubtedly true 
that many risks, which if cov- 
ered at all, should be written un- 
der the standard fire policy at a 
penalty rate, have been shunted 
into marine departments at a 
greatly reduced premium. A 
flagrant case which comes to 
mind is the property in an amuse- 
ment park in a large Southern 
city, which was erected to remain 
stationary. It would have been 
equally consistent to have insured 
every dwelling in that city under 
an inland marine cover. But the 
prize case of abuse is related by 
an officer of a Texas company, 
who reports that a certain build- 
ing was written through the in- 
land marine department against 
fire, tornado and theft! “As if 
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any one were going to steal the 
roof off the house” this gentle- 
man remarked. 

The conduct of marine insur- 
ance lends itself to abuse unin- 


tentional and otherwise. With- 
out the restriction of bureau rules 
and the check of the stamping 
office, the agent with the conni- 
vance of the underwriter is very 
little hampered. Too often the 
issuance of a marine policy has 
been nothing but a subterfuge—a 
cut in rate in order to procure 
business. 

Superintendent Conway’s letter 
to the companies displays no radi- 
calism; its tone is even tempered, 
its spirit is friendly. His action 
will unquestionably have a salu- 
tary effect in other States, for 
the lead of the New York depart- 
ment in any direction is usually 
influential. 


Make Friends of Your Fired 
Help 


MONG the thousands of 
bright young men who make 
up their minds to become life in- 
surance salesmen every year, 
hundreds enter upon the job with 
everything, apparently, in favor 
of their successful development. 
Then they promptly demonstrate 
a total lack of fitness for the 
work. Why? Well—business of 
shrugging the shoulders—they 
just don’t seem to be able to sell. 
Such a situation is regrettable, 
deeply so, as any agency officer 
will agree, but it is nevertheless 
existent and must be dealt with 
—usually by firing a platoon or 
so of the non-producers and hir- 
ing, hopefully, replacements. A 
costly procedure in more ways 
than one. It is to be hoped that 
studies now being conducted by 
the Sales Research Bureau at 
Hartford, through member com- 
panies, may eventually produce a 
reliable formula for judging first 
year agents so that turnover will 
be reduced to aminimum. There 
seems to be little doubt but that 
the first steps, as outlined at the 
recent meeting in Chicago, have 
been taken in the right direction 








The Spectator Is 
Standard Size 


The attention of our sub- 
scribers, and particularly our ad- 
vertisers, is called to the new 
page width adopted with this 
issue of The Spectator. It will 
be recalled that, at the meeting 
of the Insurance Advertising 
Conference in Cleveland last 
month, the question of a standard 
page size for insurance journals 
was brought up for discussion, 
the general consensus being that 
7 by 10 inches were the most con- 
venient and appropriate measure- 
ments. 

The new type page of The 
Spectator, accordingly, measures 
7 by 10 inches, divided into three 
columns, each measuring 214 by 
10 inches. Advertisers, we be- 
lieve, will find the new size a 
great convenience in that it con- 
forms to the standard favored by 
the leading advertising managers 
in the insurance business. The 
publishers, therefore, ask that ad- 
vertisers bear these dimensions in 
mind in preparing cuts for The 
Spectator in the future. 

In this issue, also, is inaugu- 
rated a new body type for The 
Spectator, an 8 point Century, 
agreed upon by experts as the 
most readable style of type that 
is available. 











and that the problem will become 
much less complex as time goes 
on. 

Meanwhile, those charged with 
the responsibility of maintaining 
the agency staff will do well to 
heed the advice of a member of 
the Life Agency Officers Associa- 
tion, who urged a more “human” 
attitude in dealing with those 
who do not measure up to stand- 
ard. Discharge them, of course, 
and of necessity, he advised, but 
talk over the situation with the 
men and give them an opportuni- 
ty to obtain other employment 
before cutting them adrift, embit- 
tered and discouraged, in whole- 
sale lots. Perhaps the round pegs 
in square holes will eventually 
make good in another field of en- 
deavor. Certainly some will, and 
all of their chances will be im- 
proved if they are given an op- 
portunity for readjustment be- 
fore their morale is completely 
broken down. It does seem that 
the friendship and good will of 
this legion of former employees 
is worth cultivating. Their mental 
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attitude toward the business is 
important, both for the insurance 
they may in time become pros- 
pects for and for what influence 
they may exert among their 
friends and business associates of 
the future. 


Ponder This Graph! 
OME insurance companies 


think they are too small to 
advertise, or that expenditures 
for publicity in a trade paper of 
national circulation is not justi- 
fied on the theory that the com- 
pany’s operations are restricted 
to only one or two States. The 
company executive holding this 
view will do well to ponder the 
chart prepared for the National 
Industrial Advertisers’ Associa- 
tion by G. W. Morrison and J. N. 
McDowell. The budgets of six 
groups of advertisers enter into 
the graph. The first group in- 
cludes advertisers, each of whose 
annual sales amount to $1,000,000 
(corresponding to an insurance 


company’s premium income). The 
groups are graduated upward 


until the last comprises _busi- 
nesses, each of which has an an- 
nual sales income of $75,000,000 
or more. The ratio of money ap- 
propriated for advertising in 
business and trade papers is in- 
verse to the volume of sales. The 
appropriation for trade paper ad- 
vertising of the firms in the first 
group represented 50.9 per cent 
of the budget for all forms of ad- 
vertising; the appropriation for 
trade paper advertising of the 
firms in the last group repre- 
sented 23.22 per cent of the 
budget for all forms of advertis- 
ing—a differential of 27.75 per 
cent.. The fledgling business 
needs the trade press far more 
than the old and firmly en- 
trenched enterprise. 

Advertising builds good will. 
The company that starts business 
with a well defined and consistent 
advertising program—and some 
of them do—finds when it is 
ready to enter new territory and 
expand that it is already well 
known, and has little difficulty in 
obtaining representation. 


Editorial 








Equitable Life of Iowa Produc- 
tion in November 


The third successive gain month was 
recorded in October by the field force 
of the Equitable Life of Iowa with an 
increase of $315,797 over October, 1928. 
The paid-for production for the month 
was $7,830,358. Iowa led the company 
in production by States with a total 
paid-for of $1,240,650. Other leading 
States were: Ohio, $1,199,266; Penn- 
sylvania, $1,067,396; Illinois, $930,020; 
and Missouri, $632,170. Iowa is leader 
in State production for the year to date 
with $11,264,092 paid-for. 





The Mutual Trust Life Insurance 
Company of Chicago made a fine rec- 
ord during October, which was desig- 
nated as Policyholders’ Month, when 
the agency force produced $5,025,594 in 
written business—the biggest month in 
the history of the company. The first 
monthly mark of note was made in 
1912, when $500,000 was reached; in 
1917 a million dollar month was fea- 
tured by the company; in 1919 two mil- 
lion was recorded in one month; in 1928 
four million was established. Now all 
monthly records have been broken. 
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New York Life Directors 


The success of any Company is primarily a matter of 

management—that is, of MEN. 

a list of Directors, New York Life Insur- 
ance Company, the most recently elected 

being Calvin Coolidge: 





LAWRENCE F. ABBOTT 
Director Valentine & Co. 


JOHN E. ANDRUS........ Manufacturer 
NATHANIEL F. AYER........ Textiles 
CORNELIUS N. BLISS 
Commission Dry Goods 
MORTIMER N. BUCKNER 
Chairman of Board, New York Trust Co. 





Re THOMAS A. BUCKNER. . Vice-President 
E NICHOLAS MURRAY BUTLER 
President Columbia University 


CALVIN COOLIDGE 
Former President of the United States 
| GEORGE B. CORTELYOU 
President Consolidated Gas Co. 
WALTER W. HEAD 
President State Bank of Chicago 
CHARLES D. HILLES. Insurance Manager 
ALBA B. JOHNSON 
Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON 
President Chemical Bank & Trust Co. 
WILLARD V. KING 
Chair. Advisory Board, Irving Trust Co. 
DARWIN P. KINGSLEY...... President 
RICHARD I. MANNING 
Farmer, Columbia, So. Carolina 
JOHN G. MILBURN............ Lawyer 
GERRISH H. MILLIKEN 
Deering, Milliken & Co. 
FRANK PRESBREY 
Frank ci Co., Advertising 
JOHN J. PULLEY. 
President Seaeout Ind. Savings Bank 
FLEMING H. REVELL 
Fleming H. Revell Co., Publishers 
GEORGE M. REYNOLDS 
Chairman of Executive Committee Conti- 
nental Illinois Bank & Trust Co., Chicago 
HIRAM R. STEELE 
Steele, De Friese & Steele, Lawyers 
JESSE ISIDORE STRAUS 
a R. H. Macy & Co., Ine. 
RIDLEY W 
Ridley W: nfo r& ie Dry Goods Commission 
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INSURANCE COMPANY 














MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY, President 
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Mutual Trust Life Breaks Record 
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Twentieth Annual Meeting 
at Mobile Featured by 
Productive Discussions 


Geo. R. Kendall, President 


Next Year’s Convention to Be 
Held in Chicago—Summary 
of Proceedings 


George R. Kendall, president of the 
Washington Fidelity National Insur- 
ance Company of Chicago, was elected 
president of the Industrial Insurers 
Conference at the concluding session of 
the annual meeting in Mobile. A. B. 
Langley, vice-president of the Carolina 
Life, of Columbia, S. C., was elected 
vice-president; G. W. Mumford of the 
Home Security, Durham, N. C., was 
named secretary-treasurer, and E. T. 
Burr, actuary of the Durham Life, Ra- 
leigh, N. C., was made chairman of the 
executive committee. J. W. Scheer and 
P. M. Estes were added to the executive 
committee. 

The 1930 annual meeting will be held 
in Chicago, and by a vote at the last 
session of the conference in Mobile, the 
new president, Mr. Kendall, will fix the 
dates. The meeting will probably be 
held during early September. 

At Wednesday’s session, L. B. Dickey, 
representing the United States Cham- 
ber of Commerce, was introduced as a 
visitor, and spoke briefly. Mr. Dickey 
remarked facetiously that, like almost 
everyone else, the Chamber was inter- 
ested in evolution. He amplified by 
adding that he meant the orderly evo- 
lution of business. He believes that 
companies should only be taxed enough 
to meet the cost of supervision plus a 
reasonable part of the general expense 
of government, but he thinks the best 
the companies can hope for is to get 
the Federal and State governments to 
refrain from adding to the present tax 
burden. In other words, it is hardly to 
be expected that taxes can be lessened. 








THE SPECTATOR 
November 21, 1929 


It is to be hoped that they will not be 
increased. 

Mr. Dickey called attention to the Na- 
tional Chamber of Commerce’s activi- 
ties in bringing the various States into 
the registration area. At present, about 
95 per cent of all of the territory in the 
United States is subject to registra- 


tion. This, of course, is of vital im- 
portance to all life insurance com- 
panies. 


In the three States which are without 
the area, New Mexico, South Dakota 
and Texas, the Chamber is making an 
effort to secure legislation which will 
permit their entry. 


Too Easy to Organize 


P. M. Estes, vice-president of the 
Life & Casualty of Nashville, and a 
lawyer of fine ability, talked about the 
laws in the various States under which 
it is possible to organize a company. 
He thinks the requirements are not suf- 
ficient. It is easy for persons of un- 
scrupulous character to start a com- 

(Concluded on page 10) 








NEW PRESIDENT 





George R. Kendall 


Life Insurance Gains 
for October 





Production Was Nine Per 
Cent Higher Than Same 
Period Last Year 





Group Insurance Impressive 





Other Classes Show Uniform and 
Consistent Record of 
Increase 

New YorK, Nov. 13.—New paid-for 
life insurance production during Oc- 
tober of this year was 9.1 per cent 
greater than during October of last 
year. Such insurance during the first 
ten months of 1929 was 5.8 per cent 
greater than during the corresponding 
period of last year. These facts are 
shown by a statement forwarded today 
by the Association of Life Insurance 
Presidents to the United States De- 
partment of Commerce for publication. 
The compilation. aggregates the new 
business records—exclusive of revivals, 
increases and dividend additions—of 44 
member companies, which have 82 per 
cent of the total volume of life insur- 
ance outstanding in all United States 
legal reserve companies. 

For the month of October, the total 
new business of all classes was $1,053,- 
360,000 this year against $965,493,000 
last year—an increase of 9.1 per cent. 
New ordinary insurance amounted to 
$707,478,000 against $659,844,000—an 
increase of 7.2 per cent. Industrial 
amounted to $240,489,000 against $233,- 
530,000—an increase of 3.0 per cent. 
Group was $105,393,000 against $72,- 
119,000—an increase of 46.1 per cent. 

For the ten-month period, the total 
new business of all classes written by 
the 44 companies was $10,609,888,000 
this year against $10,023,573,000 last 
year—an increase of 5.8 per cent. New 
ordinary insurance amounted to $7,- 
256,336,000 against $6,721,615,000—an 
increase of 8.0 per cent. Industrial 
amounted to $2,414,866,000 against $2,- 
243,529,000—a gain of 7.6 per cent. 
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FETNA CASUALTY & SURETY COMPANY 
fETNA LIFE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY z Hartford, Connecticut 
AUTOMOBILE INSURANCE COMPANY 








“The Insurance Requirements 
of Business and Professional Men” 


Business and professional men like to deal with men who know — 
with men ‘who know not only the insurance business but the specialized 
requirements of their own particular callings. 

© Ema-izer Supplement No. 136, recently issued, analyzes the business 
and professional man’s property needs, his responsibilities and obligations 
and describes the various forms of insurance needed to adequately protect 
his varied interests. Incidentally all of these coverages—from Accident 
to Radium insuranceaxmay be written in the Aétna Life and affiliated 
companies. 


If you are interested in learning more about the sales 

possibilities in your business and professional policy- 

holders and prospects, we will be glad to send you a | + 
copy of this Supplement. | / 


/ 


/ Please send me 


of Hartford. Connecticut x 


/ 
/ 
/ 
y 


/ 
/ CLIP 


and enclose 
with your 
letterhead 


//Etna Casualty & 
Surety Company 


a copy of 


the Aitna-izer Supplement 


/ No. 136,“Insurance Requirements 
/ of Business and Professional Men.” 


/ 














|] 
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Visual Selling Is Stressed 





Two-Day Course of Instruction 
Given Agents of Pan-American 
Life at New Orleans 


NEw ORLEANS, LaA., Nov. 18.—Over 
forty agents of the Pan-American Life 
met here last week in a semi-annual 
school of instruction. Sessions were 
conducted throughout two days, at the 
Jung Hotel. Miss B. B. McFarlane, 
supervisor of the Louisiana agencies, 
spoke on visual selling, stressing the 
importance of selling through the eye 
as well as through the ear. She be- 
lieves that the importance of this is 
all of the time becoming more keenly 
appreciated. Ted M. Simmons, man- 
ager of United States agencies, advo- 
cated the employment of system in 
canvassing as being very highly essen- 
tial to the agent’s success. 

F. L. Barrow, manager of the Baton 
Rouge agency, explained the Pan- 
American’s feature policies. Dr. E. G. 
Simmons, vice-president and general 
manager of the company, laid stress 
on the systematic development of a 
given territory and the importance of 
the agent maintaining personal contact 
with as many of his policyholders as 
possible. Other speakers were Dr. 
Marion Souchon, medical director, S. 
E. Allison, vice-president and actuary, 
and Homer 8S. Smith, manager of the 
Shreveport agency. Louisiana man- 
agers were tendered a luncheon at the 
Jung Friday. 


Metropolitan Executive to Visit 
Iowa Representatives 


Frederick H. Ecker, president of the 
Metropolitan Life Insurance Co., New 
York, will head a group of five Metro- 
politan executives who will hold a meet- 
ing at Hotel Fort Des Moines, Novem- 
ber 23, for Iowa agents, assistant man- 
agers and managers. Announcement of 
the coming visit of the insurance chief 
was made by C. J. Schaaf, manager at 
Des Moines. 

With President Ecker on his first 
visit to the insurance center of the west 
will be Leroy A. Lincoln, first vice- 
president and general counsel; Frances 
O. Ayres, second vice-president; Ernest 
H. Wilkes, second vice-president, and 
James A. Smithies, superintendent of 
agencies, northwestern territory. 


Baltimore Life Underwriters’ 


Monthly Meeting 


BALTIMORE, Nov. 16.—The regular 
monthly meeting and dinner of the Bal- 
timore Life Underwriters’ Association, 
Inc., was held at the Emerson Hotel 
Thursday and was one of the largest 
ever held by the association. H. H. 
McBratney presided. 
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Former Governor Smith 


Explains Resignation 
from Metropolitan 


ORMER Governor Alfred E. 

Smith, whose resignation as a 
director of the Metropolitan Life 
was reported in THE SPECTATOR 
about six weeks ago, issued a 
formal statement further ex- 
plaining his reasons for with- 
drawing from the company, on 
Thursday of last week. At the 
time of Mr. Smith’s resignation 
he merely stated that he wished 
to devote his entire time to the 
extensive building operations of 
the Empire State, Inc., of which 
he is president and which con- 
cern is erecting a new office 
building on the site of the old 
Waldorf-Astoria Hotel building. 

[In view of the publicity given 
the story at the time of its de- 
velopment in September, it was 
rather surprising to see leading 
New York dailies treat the res- 
ignation of Mr. Smith as up-to- 
the-minute news, fully six weeks 
after it had occurred. A com- 
placent sort of surprise, how- 
ever, for it points out a moral. 
This is an age of specialists, and 
one must read the insurance 
press to get the latest insurance 
news.—Ed. Note.] 

The statement issued by Mr. 
Smith, explaining his retirement 
from the Metropolitan, follows: 


I resigned from the board of di- 
rectors of the Metropolitan Life In- 
surance Company because I did not 
think it ethical to be a director of 
the Metropolitan and at the same 
time be at the head of a real estate 
company which was applying for a 
large loan from the Metropolitan 
Life with which to erect a building. 
The application for the loan must 
be made as president of the Empire 
State, Inc., and would therefore have 
been passed upon by me at the same 
time as a member of the board of 
directors of the Metropolitan Life In- 
surance Company, which under the 
law must pass upon the loan. It 
was purely a question of business 
ethics. I deeply regret severing my 
connection with the Metropolitan Life 
Insurance Company. 




















Greatest Selling 
Plan Known 
All About it for the Asking 
Write 


The Spectator Company 
243 West 39th Street 
New York 








Golden Seal Assurance 
Society 





Conway Authorized to Contract 
With Metropolitan Life for 
Reinsurance of Policies 


Supreme Court Justice Leon C. 
Rhodes, sitting at Special Term for the 
Sixth Judicial District at Binghamton 
last week, permitted and directed Al- 
bert Conway, State Superintendent of 
Insurance, to take possession of the 
business and affairs of the Golden Seal 
Assurance Society of Roxbury and au- 
thorized Mr. Conway to make, with the 
Metropolitan Life Insurance Company, 
a contract by which the Metropolitan 
will substitute its policies in place of 
the certificates payable from the mor- 
tuary, new mortuary, endowment and 
assurance league funds for such sums 
as their respective distributive shares 
in several of the funds of the Golden 
Seal Assurance Society will purchase, 
provided 75 per cent of the members of 
the Golden Seal Assurance Society ac- 
cept the Metropolitan contract and au- 
thorize Superintendent Conway to turn 
over to the Metropolitan their respec- 
tive distributive shares. 


New Rate Book Scheduled for 
January Ist 


The executive board of the Great 
Western Insurance Co., Des Moines, 
Iowa, headed by W. G. Tallman, presi- 
dent, is meeting daily with Ralph E. 
Kannon, actuary, on plans for issuing 
a new life insurance rate book, about 
January 1. Several revisions in policy 
forms also are under consideration, ac- 
cording to M. J. Lancelot, assistant sec- 
retary. 








However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quarters 
of Insurance in Force 
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Industrial Insurers’ 


Conference 
(Concluded from page 7) 


pany, and, having started one, it is easy 
for them to raid the business of a go- 
ing, solvent company. : 

Mr. Estes thinks the laws in most of 
the States can be amended and made 
more effective without working harm to 
companies already in existence, and he 
believes that the statutory amendments 
can most easily be secured through the 
cooperation of these companies. 

C. P. Orr, president of the Southern 
Life and Health Insurance Company, 
made an informal but delightful talk. 
Mr. Orr was in a reminiscent mood, and 
told of the conditions which obtained 
when he entered the business early in 
the present century. He bought two 
companies, only to find that the previous 
owners immediately set out to raid the 
business they had sold to him. His 
lieutenants were able “to fight the devil 
with fire,” so to speak, and he was able 
to hold his own. The conditions of 
twenty-five years ago are happily non- 
existent at the present time. 


Agency Selection 


A very timely paper on the selection 
of agents was read by J. A. White of 
Atlanta, Ga., representing the Retail 
Credit Company. 

Mr. White said in part: 

“Companies are working away from 
the old habit of passing out rate books 
promiscuously to most anyone who 
asks for a contract. Many companies 
make it a practice to investigate the 
personal and business record of every 
applicant. Thus they get the men who 
are adapted to their work—honest, con- 
fidence-giving and trustworthy agents. 
Without investigation you run _ the 
chance of gathering in your agency 
force the ‘left over’ and floater and the 
ne’er-do-well. 

“Quoting from our vice-president, 
Mr. Walter R. Hill, who spoke before 
you a few years ago, you need to know 
the following about your agents: what 
are his qualifications for agency work 
for this company, why is he entitled to 
your confidence, when should you be 
on guard in dealing with him, how well 
he is established financially, where he 
has been employed previously, who he 
is in his home town.” 


Production of Ordinary 


The important subject of ordinary 
preduction was assigned to C. M. Bis- 
cay of the Western & Southern, a non- 
Conference company. Mr. Biscay’s ad- 
dress is reprinted elsewhere in this 
issue. 

Statistical Report 


A comprehensive report was made by 
Otis P. Grant of the Life & Casualty 
of Nashville on behalf of the statis- 
tical committee of the Conference, of 
which Mr. Grant is the chairman. 

Mr. Grant said in passing that he 


Life Insurance 


thought any company should expect 15 
per cent profit on each district in which 
it operates, and should strive for 20 
per cent profit as a goal. 

At the last session a resolution on 
the death of John N. McEachern, late 
president of the Industrial Life and 
Health Insurance Company, was unan- 
imously adopted. 

Harold R. Gordon, representing the 
Health & Accident Underwriters Asso- 
ciation, brought greetings from that 
organization. 

One of the most thoughtful addresses 
of the convention was delivered at this 
session by Peyton H. Jones of the Bank- 
ers Life and Health Insurance Com- 
pany of Macon, Ga. Mr. Jones’ ad- 
dress, which will appear in a future 
issue of THE SPECTATOR, dealt with 
the handling of health claims. 

He outlined a system by which man- 
agers in various cities had been organ- 
ized into claim associations. With co- 
operation and _ intelligent handling, 
spurious claims have largely been re- 
duced during the last two years. 

P. M. Estes of the Life & Casualty 
made a report on behalf of the law 
committee. It was suggested that next 
year the Conference devote an entire 
session to the discussion of laws and 
legislation, in line with the plan which 
has been followed by the American Life 
Convention for some years past. This 
suggestion, however, was informal, and 
was not offered as a motion. 

Mr. Estes is of the opinion that the 
member companies can best take care 
of the defalcations of their agents by 
becoming’ self - insurers, requiring 
agents to make a deposit which is the 
equivalent of the premium on a bond. 
The fund thereby created is not only 
sufficient to take care of losses, but the 
necessity of proving a defalcation is 
obviated, and the company does not 
render itself liable for a damage suit 
from the ex-agent. 


The Banquet 


C. A. Craig, president of the Na- 
tional Life & Accident, was toastmaster 
at the annual banquet Wednesday even- 
ing. Mr. Craig, in popular opinion, is 
the Nestor of the Conference. He is 
one of the few surviving original mem- 
bers. He is a man of ideals, charm, 
rare good sense, and because he is witty 
he makes a pleasing toastmaster. 
Louis Phillips of the American Insurer, 
Raymund Daniel of the Insurance Field 
and Frank Julian, president of the 
Bankers Fire & Marine, spoke at the 
banquet. 

J. F. Maine, superintendent of indus- 
trial agencies of the London Life of 
London, Canada, was among the guests 
at the banquet and at the second and 
third days’ sessions. 














Full Coverage 
For $1.00 a Month 


Our Big Dollar Policy gives full cov- 
erage from day policy is issued, at 
flat rate of $1.00 a month at all 
ages. It includes Double and Triple 
Indemnity benefits and carries lib- 
eral non-forfeiture values in the 
form of paid-up or extended insur- 
ance, together with generous old age 
cash surrender values. Issued to 
risks from age one day old and up. 


This is the easiest selling life insur- 
ance offered anywhere, and affords 


exceptional opportunities for wide- 
awake agents. 


Write for territory to 


Agency Superintendent 


Illinois Bankers Life Association 


Monmouth, Illinois 





























Peoples Life 


Insurance Co. 
“The Friendly Company” 


Frankfort, Indiana 


$5,884,944.18 on Deposit 


with the Indiana Insurance 
Department 


$839,839.33 Surplus Pro- 
tection to Policyholders 


$50,000,000.00 Insurance in 
Force 


NEW STANDARD POLICIES, LOW 
RATES, DISABILITY CLAUSE, 
DOUBLE INDEMNITY PROVISION, 
MONTHLY INCOME, GUARAN- 
TEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICH- 
IGAN, ARKANSAS, TENNESSEE, 
TEXAS, IOWA AND CALIFORNIA. 


A few top notch contracts to In- 
surance Producers with experi- 
ence, character and ability. Ad- 
dress the Company. 
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Canadian Life Officers’ Meeting 
at Toronto 


Report on Results of Institutional Advertising 
Activities Is Given—W. H. Somerville 
Elected to Presidency 


W. H. Somerville of the Mutual Life 
Assurance Company of Canada was 
-i2eted president of the Canadian Life 
Insurance Officers’ Association at the 
annual meeting last week at the Royal 
York Hotel, Toronto. H. R. Stephenson 
of the Crown Life becomes first vice- 
president; G. C. Moore, Imperial Life, 
second vice-president; J. H. Lithgow, 
Manufacturers Life, honorary secre- 
tary, and T. A. Dark, Excelsior Life, 
past-president. 

The executives are as follows: C. C. 
Ferguson, Great-West Life; H. W. K. 
Hale, Sun Life of Canada; R. A. Man- 
nings, Royal Insurance Co.; F. S. Kump 
of Dominion Life; H. E. North, Metro- 
politan Life; V. R. Smith, Confedera- 
tion Life; C. W. Strathy, North Amer- 
ican Life; and A. N. Mitchell, Canada 
Life. 

The membership of the Association 
now includes forty companies, with as- 
sets of $1,610,401,581 and insurance in 
force of $8,022,615,514 as of Decem- 
ber 31, 1928. The Ontario Equitable 
Life & Accident Insurance Company, 
the Maritime Life Assurance CGo., the 
Commercial Life Assurance Co. of 
Canada, the Empire Life Insurance 
Company and the Mutual Relief Life 
Insurance Co. have become members of 
the Association since the last annual 
meeting. 

The activities in Canadian Provinces 
of a type of organization issuing in- 
vestment certificates with insurance 
provisions were brought to the atten- 
tion of the Association during 1928, ac- 
cording to the report of the executive 
commitee, for the reason that in some 
cases holders of insurance policies, par- 
ticularly endowment contracts, were be- 
ing advised to abandon such policies 
and purchase these certificates on the 
ground that the certificates yielded a 
better return. The attention of the ap- 
propriate officials in the various prov- 
inces was directed to the activities of 
the organizations in question. 

The report of the institutional adver- 
tising committee showed that advertis- 
ing was placed this year in 72 Canadian 
daily newspapers. The working com- 
mittee considers that the joint factor of 
advertising and publicity is serving in a 
number of ways to promote directly the 
sale of life insurance. These various 
channels of effectiveness include: 


1. Elementary educational effort and 
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pioneer work which could not be eco- 
nomically undertaken on an effective 
scale by individual life insurance com- 
panies. 

2. Reduction of lapsations, through 
helping to maintain a proper attitude of 
mind on the part of existing policyhold- 
ers. 

3. Reduction of sales resistance in 
fields already highly developed. 

4. Enhancement of the investment 
value of insurance. 

5. Stimulation of the efforts of life 
insurance salesmen, and coordination of 
their efforts along the most effective 
lines. 

6. Creation of a more receptive atti- 
tude on the part of the public toward 
life insurance salesmen. 


Uniform Licensing Report 


The report of joint committee of rep- 
resentatives from the Life Underwrit- 
ers’ Association of Canada, the Cana- 
dian Association of Life Agency Of- 
ficers and the Canadian Life Insurance 
Officers’ Association on the uniform 
licensing of agents, stated that the com- 
mittee continued its. study of the 
agency licensing system in accordance 
with the basic principles as accepted by 
the Regina Conference of the Superin- 
tendents of Insurance in September, 
1928, and agreed to by the Association. 
These principles have guided the com- 
mittee in the preparation of a draft of 
a proposed bill, and this draft is still 
under consideration. A copy of it has 
been placed in the hands of provincial 
superintendents for their information, 
but under the distinct understanding 
that it is but a draft and remains to be 





ll 


considered by the different associations 
party to the joint committee. 

“Recent occurrences in the security 
markets have made quite obvious the 
notable fact that this protection af- 
forded by life policies is the safest kind 
of harbor in times of stress,” said 


President Dark in his address. ‘“Dur- 
ing the past few weeks wide publicity 
has been given to instances indicating 
loss of individual fortunes as the re- 
sult of unlooked-for changes in the 
value of securities. Losses of this kind, 
with which everyone is presently so 
familiar, represent, measured in terms 
of currency, a gigantic sum. Whatever 
may be the final report by the statisti- 
cians, as to the aggregate loss sus- 
tained by so many individuals who ven- 
tured their savings in unstable securi- 
ties, it will be insignificant when con- 
trasted with the anxiety, disruption of 
home plans, and hardship involved in 
rebuilding fortunes so suddenly swept 
away. This aspect of the results of 
the recent market debacle must have 
impressed itself upon those engaged in 
the field of life insurance—those whose 
work it is to direct attention to its ser- 
vices, aiming as they do to assist by 
methods, tried and tested in every way, 
the average person in making provision, 
during the active period of a lifetime, 
when it is possible to do so, for old age, 
disability and the care of dependents, 
and to provide this care by the elimina- 
tion of risk as far as is humanly pos- 
sible.” 

The year 1928 witnessed an increase 
in total assets of the Canadian life in- 
surance companies from $1,033,000,000, 
at the beginning of the year, to $1,205,- 
000,000 at the end of the year. This 
difference of $172,000,000 represented 
an increase of over 16 per cent during 
the one year. In comparing the various 
classes of assets at the beginning and 
end of the year we find that the largest 
increases took place in four classes, 
namely, urban mortgages, stocks, mis- 
cellaneous bonds (that is, all classes of 
bonds other than government, munici- 
pal and railroad), and policy loans. 








unlimited production. 


rights. 





Scranton -Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 
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os emma 


Life Insurance 












12 


Iowa Business Conditions 





Policy Loans Reported as Normal 
for Fall Period with Business 
Generally Good 


A survey of Iowa life insurance com- 
panies touching policy loans during and 
since the stock flurry in New York 
shows that companies doing business in 
what is known as the “Corn Belt” have 
encountered no unusual demand for 
money. Policy loans have been running 
about normal during the fall. Ob- 
servers of financial conditions aver that 
this is indicative of a satisfactory 
financial status in the strictly agricul- 
tural section of the country and it 
further shows that the stock market 
cut but little figure in prompting in- 
vestments. 

Quite a different story comes from 
life companies doing a large business 
in the East. The Equitable Life of 
Iowa, the oldest life insurance company 
in the State, holding as it does a large 
clientele in eastern commercial centers, 
shows an increase of 26 per cent in 
policy loans, comparing those made 
during the two weeks’ period before 
the stock market upheaval with the 
two weeks afterwards. Many appli- 
cants received by this company for 
policy loans admitted that the money 
was needed for stock investments. 





Policyholders Approve 
Plans for Reinsurance 


CHICAGO, ILL., Nov. 19.—The 
policyholders of the [Illinois 
Bankers Life Association on 
Tuesday overwhelmingly  ap- 
proved the proposed reinsurance 
with the Illinois Bankers Life 
Assurance Company by a vote of 
25,238 in favor and 90 opposed. 
One vote was allowed for each 
thousand of insurance. By al- 
most an identical vote a resolu- 
tion approving the acts of the 
officers and directors of the asso- 
ciation since the last annual 
meeting was adopted. 











Southwest Texas Life Under- 
writers Show Large Gain 
The Southwest Texas Life Under- 
writers’ Association of San Antonio, 
Tex., has just been notified by Roger 
B. Hull that it has shown an increase 
of 243 per cent in paid for member- 
ships since June 1. According to Mr. 
Hull the only other association which 
comes anywhere near this percentage 
is Chicago. According to O. P. 
Schnabel, president, the San Antonio 
association now has 133 paid-up mem- 
bers and the plans of the officers are 
to increase this to 150 by Jan. 1. 


Huebner Talks on Taxes 





Advises Rotarians to Buy Life 
Coverage to Care for Inheri- 
tance and Other Taxes 


PHILADELPHIA, Nov. 18.—Addressing 
the Rotary Club at its weekly luncheon 
last week, Dr. S. S. Huebner, dean of 
the A. L. C., declared that the inheri- 
tance tax was the most vicious of all 
taxes. 

“They wait until a man is dead and 
can’t fight to protect himself, and then 
they soak him,” Dr. Huebner said. 
“But there is an inheritance tax, so 
get an insurance company to pay it 
for you. Insure your life to an amount 
which will bring your heirs an income 
equal to your own earning power, and 
then insure it for 25 per cent more, 
to provide for inheritance taxes, costs 
ef settlement of your estate, funeral 
expenses, and the expense of your last 
illness.” 


Group Contract with John 
Hancock 


0.’ Allison, vice-president of the Pa- 
cific States Savings and Loan Com- 
pany, San Francisco, Cal., announces 
that the employees of this firm have 
been insured under a group life insur- 
ance policy with the John Hancock 
Mutual Life. 
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50 UNION SQUARE 





xtra Years of Income 


Just as the thrifty depositor patronizes that 
savings-bank which offers the highest interest 
rate commensurate with safety and service, so 
does the foresighted buyer of personal life in- jf 
surance favor an institution assuring his ulti- 
mate beneficiary the most favorable return on 
policy proceeds left with the Company. 

If he reflects that the principal of $20,000. 
will pay an income of $100. a month for 59 
months longer at 5% than at 444%,—this dif- 
ferential of practically $6,000. or 5 years’ addi- 
tional income seems rather important. 

On dividends and moneys left with the Com- 
pany under settlement options, The Guardian 
has been paying 5% (on a monthly basis, 
5.116%) for the past 5 years. Ask for Publi- 


THE GUARDIAN LIFE 
INSURANCE CoMPANY of AMERICA 


“The Company that Guards and Serves” 
NEW YORK CITY 
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Thirty-Five Years in 
the Business 


Donald G. C. Sinclair Has 
Had Notable Career With 
the Metropolitan Life 





Manager at Twenty-two 





Points to War Time Insurance as 
Factor Awakening the Public 
to Need for More Coverage 


Looking back on thirty-five years in 
the life insurance business, Donald G. 
C. Sinclair, Metropolitan Life manager 
in New York, views a rough and rocky 
road. He enjoyed the distinction of be- 
ing the youngest manager ever em- 
ployed by the Metropolitan, having 
barely reached his majority, in the city 
of Ottawa, Canada, and he recalls that 
the way of the debit man in those days 
was a hard one. Few made a bare 
living in the ranks of salesmen and a 
majority gave up the battle before it 
was well begun. 

Mr. Sinclair is at present manager 
of the Metropolitan’s Murray Hill dis- 
trict. He has been a New York man- 
ager for more than a quarter of a cen- 
tury and his office regularly pays for 
enough business to support a small 
sized company. An impressive part of 
the business is written by the manager 
himself, who, though a traveler of note 
and an ardent outdoor sportsman, is 
also one of the hardest working men in 
the business. His activities outside the 
insurance world are extensive, includ- 
ing the presidency of the Caledonian 
Hospital and the directorship of nu- 
merous financial enterprises. He is 
thoroughly sold on his chosen calling, 
on his company and on its president. 





Donald G. C. Sinclar 


He considers President Ecker an author- 
ity on finance, the equal of any in the 


world, and bases this opinion on a wide’ 


range of experience. 


Easy by Comparison 


He states that the life insurance 
salesman of today has easy selling as 
compared with the conditions existing 
when he first entered the business. In 
a recent interview with a representative 
of THe Spectator, Mr. Sinclair re- 
viewed the progress of life insurance 
within his time in the following words: 

Thirty-five years ago debits averaged 
from $20 to $40, giving 15 per cent for 
collection. The average man who made 
$4.50 out of collections was doing well. 
The balance of his income had to be 
made up out of the increase he made. 
The ordinary business was unknown 
to industrial agents at that time. It 
was just starting. Commissions paid 
then were less than paid today by the 
leading companies. So, to make a bare 
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living out of the business, he had to 
work 16 hours a day or fall by the 
wayside among the failures. Out of 
every 20 men put into the business, 19 
of them failed. ; 

Not until the investigation of the 
life insurance business in 1906 and 1907 
did a man come into a salary of more 
than $20 per week. At that time debits 
were enlarged and concentrated so that 
a man’s efforts were concentrated and 
he did not have to run all over the city 
to collect his industrial debit. 

At the beginning of the war the life 
insurance business came into its own. 
The Government, starting to take out 
$10,000 on the lives of soldiers, brought 
home to the people the fact that they 
were inadequately insured, and from 
that day to this the business of life 
insurance in both the industrial and or- 
dinary has flourished above the expec- 
tancy of the men who have given their 
lives to build up the business. In fact, 
they never expected it to reach the fig- 
ures it has. Now the brightest man in 
our insurance business predicts that the 
next one hundred billion, which has 
taken 80 years to produce in the past, 
will be produced in the next 10 years. 
Consequently, the openings for young 
men in the life insurance business to- 
day are large. Fortunes will be made 
by the men who have the vision to 
double their production every year. 

The business of life insurance in this 
country is so well organized compared 
to Europe that there is no similarity. 
The business here is conducted far 
more efficiently. This is due to the 
high ethics of the officers of the com- 
panies and by the Life Underwriters’ 
Association. 

In addition to his work for the Cale- 
donian Hospital, Mr. Sinclair was one 
of the organizers of the Commonwealth 
Savings Bank and is active in direct- 
ing numerous other enterprises of a 
financial nature. 











If you are unable to complete pay- 
ments, you receive a fair settlement 
of your equities. 

Should you be permanently dis- 
abled, you receive a definite income 
regularly, and your insurance is con- 
tinued without further payment. 

If financial accommodation is 
needed, your policy can be used to 
tide you over. 

Your beneficiary will receive in 
full the amount you have decided 
upon, no matter how few payments 
you have made, 


A mutual company re- 
turning annual divi- ||% 
dends, and offering a 
policy for every need. 





In these days of stress Life Insurance 
is the Safest Investment 


Ideal Savings and Investment Plan for Average Person 





If you live, you will receive the 
amount yourself. 

To thousands life insurance, used 
as a savings and investment plan, is 
giving financial independence. From 
the viewpoint of availability for 
every individual, safety and per- 
manent value, certainty of return, 
easily carried cost, and control by 
the investor,—it is a solid rock on 
which to build personal and family 
security. 


LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 





UNQUESTIONABLY 


We have the finest disability con- 
tracts available today. A full line 
of non-cancellable, non-medical and 
other attractive policies. 


Some good territories may be had 
in Michigan, Pennsylvania, Indiana, 
Illinois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal con- 
tracts to producers. 


INCOME GUARANTY 
COMPANY 
Income Building 

SOUTH BEND, INDIANA 


Stock Company, Authorized Capital, 
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1850 PURELY MUTUAL 1929 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 


SEVENTY-NINTH YEAR 


Assets 
Liabilities 


Surplus, par basis (Market Value hein $7, 038 315) 


Dividends paid in 1928 


Insurance in force Sr ee eae ae, Carer ane re ee 
Seventy-eight years of constructive mutual policyholders’ service. 


$75,187,527 of new paid-for business issued in 1928 of which 31% was on the lives of 


old policyholders. 





$122,615,356 
115,848,591 





6,766,765 
3,939,539 
565,606,406 








Paid to policyholders since organization, $210,193,791, which, with assets to their credit, 


exceeds the premiums received by $28,294,433. 
NO NON-MEDICAL, GROUP, OR SUB-STANDARD BUSINESS WRITTEN 


Membership in this company demands evidence that the physical condition of the applicant is substantial- 
ly on an equality with the condition of existing members at the time they were admitted. Any departure from 


this practice jeopardizes the equity of membership and is a discrimination against existing members. Medical 
examination is a distinct advantage to the applicant in the interests of his continued good health. 


A Complete Statement will be sent on request 





























“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 
A measure its success by the good it performs-rather 
than by great size. Through eighty-six years THE 
Mutua. Lire INSURANCE COMPANY OF NEW YORK, the 
“frst American Company,” has measured its success by 
the scope, manner and degree of its service. In such a 
way it is measuring now as its service broadens. 

Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and 
Double Indemnity Benefits, and prompt payments and 
practices for convenience of members are embraced in its 
present service. 

It welcomes as field representatives those who know 
that success is according to the natural law of compensa- 
tion—that the best comes to those who give out the best 
of themselves. 


The Mutual Life Insurance Company 
of New York 
New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


34 Nassau Street 


DAVID F. HOUSTON 
President 


an 
Manager of Agencies 














Taming the Twister 


More potent than the most vigorous propaganda 
or the most scathing resolutions denouncing the 
twisting evil, is the influence of a body of loyal and 
well-satisfied policyholders. Witness this expression 
from a staunch policyholder of the Peoria Life: 


“T think I am in a good company when I think 
about the Peoria Life. I had a lot of agents talk to 
me about different companies and was trying to 
make me drop it. But I told them this: Just keep 
your policy. You reckon I am a fool, and you try 
to make me drop my policy which I have paid for 
all this time. No, not me!” 


Not a literary masterpiece, to be sure. But an 
honest, sincere statement of an attitude which is 
typical of the Peoria Life Family of Satisfied Pol- 
icyholders. They appreciate the splendid features 
of Peoria Life policies, the completeness of Peoria 
Life Service. They are impressed with the evident 
desire of the Company to serve them well. They 
are not easily disturbed in their loyalty to the 
Peoria Life. Their favorable recommendations carry 
weight with friends. In getting and holding busi- 
ness, Peoria Life Service to Policyholders is a tre- 
mendous asset to Peoria Life agents. 











Peoria Life Insurance Co. 


Peoria, Illinois 
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32-Story Buiiding for 
Metropolitan 





Structure Planned to Permit 
Extensive Additions as De- 
velopment May Warrant 





Statement from Company 





Hundred-Story Building Story 
Not Warranted Except as 
Possibility of Future 


The proposed new building to be 
erected by the Metropolitan Life Insur- 
ance Company loses sixty-eight of the 
one hundred stories credited to it in re- 
cent newspaper stories, in a statement 
issued by officials of the company last 
Saturday, but still the sky-scraping 
tower of marble, steel and glass re- 
mains as a possible future develop- 
ment. 


The immediate project to be under- bh 
taken involves the erection of a build- . 


ing of thirty-two stories in height on 


an area a quarter of the size of the two | 
city blocks owned and for the better ‘. 
part occupied by the company at the ~ 


present time. The new structure will 


occupy half of the block north of the f : 


we are building conservatively, we are 
trying to look far enough ahead to 
forecast as nearly as may be, not only 
the immediate future, but more distant 
possible contingencies. With that in 
mind, we propose to lay our present 
foundations deep enough and strong 
enough to bear whatever weight they 
may be _ hereafter 
called on to support. 
“I well remember,” 
said Mr. Ecker, “when 
we first moved to our 
present location at 1 
Madison Avenue. The 
new building occupied 
only a small portion 
of the block between 
Twenty - third and 
Twenty-fourth 
Streets. It was eleven 
stories high, a noble 
structure in those 






















Tower building on the Fourth Avenue a 7? 
side at Twenty-fourth Street, New . ) 
York City. In approving the plans, ; ~ 


however, the company has considered ~ 


possibilities far beyond the present re- 3 


quirements and the architects’ plans for 


the thirty-two story building are so | 


drawn that it will be possible to erect 
additions to the extent of the hypo- 
thetical project pictured in the accom- 
panying illustration. 

Some weeks age THE SPECTATOR 
printed a true version of the status of 
the company’s building plans, as far as 
such had been officially announced, and 
suggested that indications pointed to a 
modest program based on the actual 
needs of the present. The developments 
at this time bear out that conservative 
and accurate report of the situation. 

President Frederick H. Ecker of the 
Metropolitan Life, whose forty-six 
years’ association with the business has 
impressed upon him the wisdom of con- 
sidering the future when laying present 
foundations, is in no sense a dreamer. 
“We have no ambition,” said Mr. Eck- 
er, “to undertake any building project 
of greater magnitude than the present 
size and the normal progress of the 
company’s business within the safely 
predictable future would justify. Our 
present building program is a modest 
one, but our past experience has dem- 
onstrated that to build in small units 
without due regard to possibilities of 
growth is financially unsound. Although 
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days. But it soon proved inadequate. 
We couldn’t carry it higher. We had to 
build alongside. Almost before we knew 
it, we had covered the entire block and 
erected the Tower. Years ago we over- 
flowed that block and into the one to 
the north. 
“So in considering the permanent de- 
velopment of the easterly half of 
this second block, it has been neces- 
sary for us to study it in relation 
not only to the building we are about 
to erect, but also to a final structure 
of which this building may be the 
first unit. 

“In making these studies, we have 
not committed ourselves or our suc- 
cessors to the completion of any un- 
economic building program. All of 
the plans proposed for this develop- 
ment are tentative, subject to revi- 
sion or to rejection in whole or in 

(Concluded on page 49) 











Thirty thousand persons could work in a 100-story structure of this design, which. it is 

believed, overcomes the problems of space areas, natural light and vertical transporta- 

tion. It was conceived by architects of the Metropolitan Life Insurance Company, 

Dan Everett Waid and Harvey Wiley Corbett, as a possible ultimate development of 

property in New York City on which the insurance company is now planning to erect a 
32-story building adjacent to its famous Tower. 
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‘Policies that Protect’ 
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<< your territory is open. 


The FARMERS & BANKERS 


Life Insurance Compani 


Good representatives are that hard 
to find. If you are one of that rare 
specie and-want to connect with a 
financially strong company—near 
enough to give personal service—a 
company which works with you, 
furnishing a full line of forms to 
meet every contingency and a well 
planned portfolio of tools with 
which to work, write and ask us if 
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HOW TO WEIGH AN ELEPHANT— 


J EGEND has it that a certain great ruler in Hindustan 
was stricken with a sickness supposed to be fatal. 
But by some miraculous turn of fortune, the ruler was 
spared his life, and in his gratitude he decided to give a 
large sum to the poor of his kingdom. He possessed a 
magnificent elephant whose size was the marvel of all 
who saw it, and he issued orders that a sum of silver, 
equal in weight to that of the elephant, should be 
distributed. 


But how was the elephant to be weighed? The most 
skilled carpenters were unable to construct a balance 
strong enough to support the weight of the elephant. The 
wisest men in the kingdom were called into conference, 
but they were unable to solve the puzzling question. Just 
when it began to appear that the problem was unsolvable, 
an old sailor was ushered before the ruler with the in- 
formation that he could weigh the elephant. 


With the promise of a large reward, the sailor set to 
work. He secured a large and sturdy barge and had a 
platform built upon it. After much persuasion, the ele- 
phant was induced to walk out upon the barge. This 
caused the barge to sink far down into the water, and 
the sailor marked the level all the way around. The 


- elephant was then led off, and silver was heaped upon 


the barge until it sank to the same level. When this 
occurred, the sailor of course had the clephant’s weight 
in silver. 


We of the Life Insurance Business also have an ele- 
phant to weigh. This famous elephant is much talked 
about, its weight is conceded to be enormous, but little 
is actually known about it. The name of this elephant is 
“Public Opinion.” 


Public Opinion quite often turns out to be a “white 
elephant.” But for those who can properly weigh it, 
Public Opinion is frequently worth its weight in gold. 
On a basis of satisfied customers and repeat orders, pub- 
lic opinion weighs in noticeably heavier each year on the 
Union Central scales. 





Customers Who Come Back Because of Greater 
Satisfaction Every Year 


Per cent of annual new business written in the Union 
Central on old policyholders 


Rais ice: Soy cle vecahate eerste tae aio pe ra tat eedivaxe RiGee oe 44% 
Me co ee 43% 
ROR Ce ste oar dade nkglicis sedan Ge eee ee 42% 
WR Sn as oe dia cinch eens ome eee 39 
| AAR RIN SNL padi i. 38% 


Revivals and additions are not included in the above 
figures. 











THE UNION CENTRAL LIFE INSURANCE COMPANY 
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CINCINNATI, OHIO 
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Industrial Mortality and Reserves 
Practical Method of Estimating Expected Mortality 


and Reserve Increases Outlined at Industrial 
Insurers? Conference 


By ARTHUR B. UPSHUR 


Actuary, Home Beneficial Insurance Company 


expected mortality and of calcu- 

lating each month the proportion- 
ate part of the year’s reserve the 
industrial company would be required 
to set up at the end of the year on its 
weekly premium business was discussed 
at the annual meeting of the Industrial 
Insurers’ Conference by Arthur B. Up- 
shur, actuary of the Home Beneficial 
Life, of Richmond, Va., who said in 
part: 

“The trend of business of Conference 
companies appears to be away from 
industrial accident and health to life 
and endowment insurance, causing in- 
creased attention to be given to ques- 
tions of mortality and reserves. It is 
quite a simple matter to obtain the 
number of cents in each premium dollar 
that go to pay death claims, sick claims, 
commissions, field and home office ex- 
pense, taxes and miscellaneous items. 
Of course, there is another source from 
income besides premiums, viz., from in- 
terest and rents. It should also be 
remembered that in getting the mor- 
tality sustained, the reserve released on 
the insurance lapsed by death should 
be first deducted, since the loss under a 
policy is not the amount of the com- 
pany’s check in settlement of the claim, 
but that amount, less the reserve re- 
leased by that death. 


PP ences means of estimating 


No Improvement in Mortality 


“With a table of mortality that por- 
trays with sufficient accuracy death 
rates at the various ages, not only is 
there afforded a basic law of mortality 
and a true criterion for measuring 
longevity, but also at the same time, a 
basis is obtained from which probabil- 
ities of life and death can be converted 
into monetary equivalents of life insur- 
ance calculations. 
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“It may be well to state that the 
mortality of the last few ages in the 
table may be said to be a mortality of 
convenience, for the purpose of termin- 
ating the table within workable limits. 
There are cases on records of individ- 
uals living to much greater ages, but 
the conclusions sometimes reached by 
Boards of Health, that there would be 
a continuation of the average length of 
life, and that in a few years it will be 
quite common for people to live to be 
100 or even 125 years of age, is errone- 
ous. While it is true that the average 
age at death has been much greater in 
recent years than it was thirty or forty 
years ago, this has been due to the 
practical elimination of certain diseases 
of early and middle life; only slight 
progress having been made by medical 
science against the diseases of old age, 
so the mortality today is just what it 
was in 1796. The deferment of death 
at ages under forty, throwing an in- 
creased strain on ages over forty, ac- 
counts in part for this lack of improve- 
ment. 


Industrial Tables Satisfactory 


“There is room for error also in the 
ages at death, as reported to and by 
the various Boards of Health, especially 
in the case of colored persons, whose 
age is seldom accurately known, and is 
perhaps quite often overstated, thus 
giving the appearance of unusual health- 
fulness to reported localities. Even 
with this advantage, the average age 
at. death among colored persons is fif- 
teen years less than among whites. 
Also it is noted that the death rate 
among industrial policyholders, both 
white and colored is greater than that 
of the general population, due to selec- 
tion against the companies, and elim- 


ination from the experience of lives of 
the better classes. 

“In most States it is customary to 
permit the use of the American Ex- 
perience Table. Companies doing an 
industrial business, however, will find 
that this measuring rod does not tally 
very well with their experience, and 
have adopted, where the finances per- 
mit, more suitable reserves by use of 
the Standard Industrial Table for white 
industrial business, and the Sub-Stand- 
ard Industrial for colored industrial 
business, or else set aside a special 
contingent reserve fund, which by addi- 
tions thereto ultimately enables the 
change in reserve bases to be made. 
If American 3% per cent reserves are 
set up on industrial business, especially 
on colored business, the company is do- 
ing very well, indicating that it is able 
to meet the excess current mortality 
out of the other reserve. 

“Fortunately for those companies who 
have not yet been able to put their 
business upon the Sub-Standard Indus- 
trial reserve basis, there are other 
sources of profit which enable them to 
meet all demands made upon them and 
remain solvent, one of which, however, 
is rapidly diminishing, viz., the gain 
formerly derived from reserve released 
from lapsed policies, due to the grant- 
ing of paid-up and cash values, which 
has heretofore gone far to take care of 
the reserve on new business and in- 
crease in reserve on old business. 


Forecasting Reserve and 
Mortality 


“Tt will be found desirable to fore- 
cast the amount of reserve twelve 
months in advance of the date it has 
to be set up, in order that as monthly 
statements are compiled during the 
year, one-twelfth of the increase thus 

(Concluded on page 18) 
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Life Insurance Selling as a Career 
for Women 


Something of the Advantages Offered the Profes- 
sional Woman in This Comparatively 


New Field of Effort 
By MARIE M. STRACK 


Agent, Massachusetts Mutual Life Insurance Company 


of women in the life insurance 

business, the professional women 
are beginning to look over the field for 
its possibilities as a life work. Numerous 
womenvragents have made noteworthy 
records as personal producers, particu- 
larly in the larger cities. The following 
remarks concerning the business were 
delivered by Miss Strack at a recent 
meeting of the Professional and Busi- 
ness Women’s Club at the Hotel Astor, 
New York. Coincidentally the presi- 
dent of this organization is also a rep- 
resentative of the same company with 
which the author is associated: 


Nt emphasizing the importance 


Why It Is Bought 


Life insurance in its fundamentals is 
a practical evidence of love and unsel- 
fish devotion. It is bought by the men 
and women who would guarantee to 
their families the necessities and com- 
forts of life. It is bought by those who 
would protect their own old age and at 
the same time protect their loved ones 
against want and dependency. 

Life insurance is positive expression 
of the great home instinct. It is 
founded on the desire, not only to pro- 
vide homes, but to preserve them. Love 
is the great motive power that makes 
possible a large portion of the tremen- 
dous volume of life insurance now in 
force. Today over one hundred billion 
dollars of life insurance is in force in 
our country. Perhaps the outstanding 
reason for this marvelous success is the 
unusual status of woman and the high 
regard for childhood. 

We life insurance salesmen realize 
the fact that around almost every life 
insurance sales situation there is affect- 
ing the outcome—some woman, either 
as a direct beneficiary or to the children 
for their education, where the mother 
usually controls the policy—perhaps a 
business policy. Remember that be- 
hind that business is the home, and in 
that home a woman beneficiary. 

Now if woman plays such an im- 
portant part in life insurance as bene- 
ficiary is it not logical that every wom- 
an has a right to know the income she 
would have in case of her husband’s 
death? Furthermore, every wife who 
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has a child must regard this as her 
duty as well as her right. Since the 
husband’s income does not end on the 
death of his wife, why should the in- 
come of the wife end on the death of 
the husband? Income is the founda- 
tion of the home, therefore, its con- 
tinuance is just as important as the 
home itself. 

A movement of women among women 
is all that is necessary to bring about 
a change in the attitude of women to- 
wards life insurance. 

Women need women to stimulate 
interest in life insurance. The woman 
who chooses life insurance as her pro- 
fession is here to assist the banker, 
the lawyer, the doctor, the business 
man and the laborer in planning pro- 
tection for his own old age and at the 
same time protecting his loved ones. 

I consider it a duty for the life in- 
surance woman to assist the business 
and professional woman to plan for her 
retirement, and thereby make her old 
age, or as I like to call it, play age, 
lovely. Remember, a woman is never 
too old to be loved or to be lovely. 

Furthermore, we need women in life 


insurance to stimulate the wife, the 
mother, with the importance of insuring 
the extension of the monthly income 
which is the foundation of the home. 

You cannot sell life insurance unless 
you have a real heart interest in the 
affairs of other people. You must use 
imagination—consider what you would 
do in a similar case. Ruskin said, “The 
greatest thing any living soul can do is 
to see something clearly and tell it 
plainly.” 

Women will, with very little study, 
see clearly the need and the tremen- 
dous value of life insurance so the thing 
for her to do is to go out and tell it 
plainly. 


University Course 


A course in New York University on 
the fundamentals of life insurance as 
applied to human needs was the foun- 
dation of my work, and I cannot too 
strongly advocate this. Compensation 
follows service, and with this knowl- 
edge one does not think of compensa- 
tion but receives the maximum on ac- 
count of devoting all time to service. 
“A true laborer is always worthy of his 
hire.” 

A great tribute to life insurance as 
a profession for women is the fact that 
three of the national presidents of the 
Business and Professional Women’s 
Club have been agents of the Massa- 
chusetts Mutual Life Insurance Com- 
pany with which I am identified. Miss 
Marion H. McClench, at this time our 
national president, is an agent of the 
company in Detroit, Mich. She is the 
daughter of one of the leading life in- 
surance men in recent years—namely, 
the late William H. McClench. 





Industrial Mortality and 
Reserves 
(Concluded from page 17) 


ascertained may be added to the reserve 
of the preceding month, until the end 
of the year, when the actual reserve is 
obtained. In this manner the surplus 
of the company is known very accur- 
ately at all times, and there is no 
abrupt drop in surplus at the end of 
the year. This monthly increase can 
be very readily estimated by scheduling 
the increases for several valuations, by 
kind of policy and years of issue, from 
which by applying persistency per cents, 
it is quite easy to obtain the amount of 
insurance which will probably be in 
force on the succeeding year end. 
Applying to same the reserve for the 
effective age, that will be required at 
the end of the current year, the esti- 
mated reserve is obtained. Subtract- 
ing the total of these calculations from 


the reserve of the preceding year-end 
gives the estimated increase in reserve 
for the current year, which will usually 
equal about 20 per cent of the gross 
premiums. 

“Now as to the method of arriving 
at expected mortality, it must be con- 
fessed that there are so many loose 
ends, which require more or less ap- 
proximating, that it will be very diffi- 
cult to determine this accurately. We 
have the method cutlined in the annual 
statement blank. Some other methods 
are as followz: Take the expected mor- 
tality at the effective age on business 
in force for each year of issue and plan 
of insurance, for the preceding and 
current years. Sum all of the products 
and divide by two. This result divided 
into the actual mortality (death claims 
less reserve on same) gives the ratio 
of actual to expected mortality. This 
reserve per thousand is the means of 
the reserve held at the beginning and 
end of the year of death. 
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Training the Industrial 
Agent 


Production of Ordinary Life Business De- 
pends on the Selection and Supervision 


of Men for This Department 
By CHARLES M. BISCAY* 


Manager Ordinary Department, The Western and Southern 
Life Insurance Company 


HE Industrial Life Compgnies, 

ever since they decided to write 

Ordinary insurance, have been 
seeking for a new way to speed up Or- 
dinary production, through the medium 
of their sales promotion, claim or ad- 
vertising departments. No company 
has ever been able to devise a standard 
or a set formula how to be a success 
in life insurance, but I am satisfied that 
all of us are becoming better acquainted 
with that natural law which governs in 
the realm of morals as well as in the 
world of physical effects. 

The man engaged in the business of 
Industrial life insurance in this era 
must possess personality, character, 
honor and integrity, and, in addition to 
these requisites, must have a capacity 
for perseverance and judgment. The 
world at large expects the modern In- 
dustrial agent to be resourceful. He 
must be endowed with courage, de- 
cisiveness and capable of understand- 
ing human nature. With these qualifi- 
cations the agent is fully equipped to 
become a recognized insurance man. 


An Age of Service 


What I have just said may be con- 
sidered to be the ideal, but when we 
think, for a moment, that we are living 
in an age when the public has been edu- 
cated to demand genuine efficiency and 
real service, we must reach the conclu- 
sion that it is not the ideal, but the 
accepted standard in modern business. 
But the fact of the matter is, that many 
Industrial companies have been so hun- 
gry for men that they have uncon- 
sciously suppressed the ideal and al- 
lowed men to be introduced into the 
business far below this accepted stand- 
ard. However, the signs of the times 
point to a reformation and I am happy 
to say progress is being made in the se- 
lection of agency material. 

Industrial men, as a class, have 





*Address delivered at Industrial Insurers 
Conference, Cowthan Hotel, Mobile, Ala., 
Wednesday, Nov. 13, 1929. 
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proved what can be done with the pro- 
duction of Ordinary if given the proper 


training, and, above all, an incentive— | 


and we are all familiar with the incen- 
tive, providing, of course, that he has 
the average intelligence and a fair edu- 
cation. 


We cannot expect the Industrial 
agent to produce Ordinary unless he 
knows, first of all, the meaning, the 
value and the cost of Ordinary life in- 
surance as compared with Industrial 
life insurance. We cannot expect the 
Industrial agent to be a true believer 
in Ordinary unless he has an Ordinary 
policy on his own life. This is a re- 
quirement in a good many companies 
when appointing a new agent. 


Introducing the Agent 


In introducing the agent on the debit 
the assistant superintendent should 
demonstrate to him how to create Or- 
dinary prospects and produce results. 
As seeing is believing, the new agent is 
given tangible proof of how people re- 
spond to the logic of insurance. The 
agent should be made to realize that 
straight canvassing from office to office 
or from house to house is absolutely 
essential. It brings the agent in con- 
tact with people of all types, conse- 
quently many prospects develop, from 
which he can build up a still larger 
clientele. 


The burden of developing the agent 
rests upon the superintendent. He 
should periodically interview the agent 
privately to determine whether or not 
he is thoroughly familiar with the pol- 
icy contracts and the Ordinary rate 
book. His foremost duty to the new 
agent is to instruct him how to sell the 
right kind of a policy to the prospect 
and how to collect the full annual pre- 
mium when he obtains the signature on 
the dotted line. 


When one considers that there,.is 
over $100,000,000,000 of life insurance 
in force in this country, and that the 
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Charles M. Biscay 


American people have such a clear con- 
ception of thrift that they deposit more 
than $4,000,000,000 a year for life in- 
surance, it is a compliment to the vast 
army of field workers that they have 
been able to so educate the public. It is 
readily acknowledged by life underwrit- 
ers that the Industrial agent plants the 
first seed of life insurance in the mind 
of man when he sells an Industrial 
policy in a new home, and as time goes 
on a full crop of Industrial and Ordi- 
nary is harvested by the very first 
agent and those who follow him. 

We must recognize that nothing 
merely happens. That there can be no 
such thing as chance. Everything is 
the effect of a cause. Every expendi- 
ture of energy, every thought and every 
cause must have a definite effect. As 
every thought and action of our life, 
either social or commercial, is governed 
by natural law, the effect that is pro- 
duced is in proportion to the amount of 
power generated when we start our 
brain to work to accomplish whatever 
particular result is desired. 


Organization Development 


The development of a life insurance 
organization is no more complicated, in 
my opinion, than the development of 
men in any other line of business. 
Now, I do not believe that a man should 
be given any impression that he must 
be a salesman to sell life insurance. 
He must at least be a believer in life 
insurance and prove his belief by buy- 
ing a substantial Ordinary policy on his 
own life. The very reason why he 
bought a policy on his own life is the 
very reason why he should be able to 
persuade the other man to buy a policy. 

It is a generally admitted fact that 

(Concluded on page 22) 
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industry is alive and living is a pleasure. 


Real Money for live wires with 
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LIFE INSURANCE COMPANY 


Hollywood, California 
William L. Vernon, President 
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INSURANCE 
OFFICE ORGANIZATION 
AND ROUTINE 


3y J. B. Welson, LL. M., and F. H. Sherriff, F. I. A. 


A valuable guide to the proper organization and conduct 
of an insurance company. Sets forth the best methods to 
be followed in the formation and management of an insur- 
ance company’s staff. Practical features of operation, 
such as correspondence, branch cortrol, agency audits, 
office systems and machines, are comprehensively dis- 


cussed. 
Price, $2.25 





Physiology and Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illus- 
trations. It also contains chapters on the common diseases 
and accidents (including industrial diseases), and a list of 
everyday medical terms. The book is designed particularly 
for insurance men and lawyers. 414 pages; cloth binding. 


Price, post paid, $3.00 





Principles of Insurance. By J. E. Eke. A book which 
will aid in a clear understanding of the principles and 
practices of accident, fire, marine and life insurance. 


Price, post paid, $1.50 





Accountancy. By Francis W. Pixley. An entirely new 
work dealing with Accountancy from a theoretical and 
practical point of view. The latest exposition of the 
science. 318 pages. 


Price, post paid, $2.25 





Dictionary of Fire Insurance. A Comprehensive Encyclo- 
pedia of the Law and Principles of Fire Insurance, and 
British and Foreign Practice. Edited by Bernard C. 
Remington, F. C. I. I. Contains contributions by prom- 
inent officials of fire insurance companies and other ex- 
perts. Subjects are arranged alphabetically and well 
cross-indexed. Important subjects are given ample space 
and full explanation, and a great amount of serviceable 
knowledge is presented in condensed form. 


480 pages, half leather binding, price $8.50 





Dictionary of Accident Insurance. A new, Encyclopedic 
Work Dealing with the Principles, Law and Practice of 
Every Branch of Accident Insurance. Edited by J. B. 
Welson, LL. M., F. C. LL, F. C. LS. Contains many 
eontributions by well-known authorities on British Acci- 
dent Insurance Law and Practice, with numerous forms 
and documents. In each particular section, subjects are 
arranged alphabetically. Covers all classes of insurance 
except life, fire and marine. 


814 pages, half-leather binding, price, $17.50 





Insurance. A Practical Exposition for the Student and 
Business Man. By T. E. Young, B. A., F. R. A. S. Third 
Edition, Revised and Enlarged. A lucid, simple exposition 
of the principles and practice of life, fire, marine and 
other branches of insurance. Adopted as a text book by 
Yale University. 


424 pages, third edition, price, $3.00 





Principles of Marine Law. 3y Lawrence Duckworth. A 
knowledge of Marine Law is of the utmost importance to 
all those who are in any way connected with marine in- 
surance or the shipping trade, and the volume covers all 
the essential features. 


Price, post paid, $2.25 





Office Organization and Management. By Lawrence R. 
Dicksee, M. Com., F. C. A., and H. E. Blain. This volume 
gives in detail, with the aid of specially selected illustra- 
tions and copies of actual business forms, a complete 
description of management and organization under the 
most improved and up-to-date methods. 315 pages, cloth. 


Price, post paid, $2.25 





SOLE SELLING AGENTS 
of the above works for the Insurance world 


THE SPECTATOR COMPANY 


243 W. 39TH STREET 
NEW YORK 


INSURANCE EXCHANGE 
CHICAGO 
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A Serious Minded Local Association 


Life Underwriters of New York City Banded 
Together in Largest and Hardest Working 
Organization in the Country 


OHN C. McNAMARA, whose pic- 

ture appears on the cover of this 

issue, is president of the Life 
Underwriters Association of the City 
of New York, which organization is, 
appropriately enough, the largest local 
association of its nature in the world. 
Not only is the New York group nota- 
ble in point of membership—there are 
1715 enrolled at this time—but the 
quality of its work and influence is far 
above the average “I’ve-got-nothing-to- 
lose” association attitude. The life 
underwriters who belong to the New 
York association take both the work 
and benefits of the association seri- 
ously and for this reason the associa- 
tion is doing really great things for 
the members and for life insurance in 
the metropolitan section. 


Forty-two Years Old 


The New York association was or- 
ganized in 1887. It has always com- 
pared favorably with other similar 
bodies but it was only a comparatively 
few years ago that it began to function 
in anything like its present style. The 
membership has been doubled during 
the past six years and its scope of 
operation extended on an even more 
impressive scale. As an evidence of 
what the members think of the organi- 
zation, it is worth noting that although 
the dues were increased last year, and 
materially so, the steady increase in its 
rolls continued right along. 

The association maintains a head- 
quarters office with a staff of clerical 
help under the direction of William C. 
Bawden. The offices are located at 149 
Broadway and it is through this agency 
that the monthly bulletin and other 
sales aids are made available to the 
members. In addition to the sales 
literature and such other special mat- 
ter deemed of sufficient importance for 
general distribution, the association of- 
fers a free counsel service to all mem- 
bers. Any legal question in connection 
with life underwriting receives prompt 
attention from the associatiun’s counsel 
who communicates direct with the mem- 
ber. 


Monthly Dinner Meetings 


Perhaps the most notable work of the 
association, however, is its monthly 
dinner meetings, held at the Astor 
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Hotel every second Tuesday in the 
month from October until May, inclu- 
sive. These affairs are always largely 
attended and the speaking program in- 
variably warrants the great interest it 
attracts. Last year the average at- 
tendance was 587. The first two meet- 
ings held thus far in the present season 
have brought out an average of well 
over 800 and the officers have every 
reason to believe that the record of 
last year will be considerably bettered. 
The high spot of the year in meetings 
comes in March, when the _ second 
Thursday brings an all day sales dis- 
cussion followed by the annual ban- 
quet. This feature is served in double 
portion this year, as the recent Seminar 
followed much the same general scheme. 
An all day sales meeting of the most 
intimate and informal nature was held 
at the Astor with instructors from the 
New York University life insurance 
school in charge. Every one who at- 
tended this meeting voted it the most 
successful of its kind ever held. 


Sponsored Training Course 


Incidentally, the life insurance course 
at N.Y.U. was instituted entirely by 
the association ‘some years ago and 
through the efforts of the New York 
underwriters it has become one of the 
outstanding sources of higher educa- 
tion in insurance in America. James 
Elton Bragg is the present director of 
the training course and he is assisted 
in the work by such well known men 
as Ralph G. Englesman, Leon Gilbert 
Simon and Horace A. Wilson. Three 
courses of seven weeks each are held 
every school year. Eighty-five students 
are enrolled at the present time. Nine 
members of the association, President 
John C.. McNamara being one, hold 
the coveted C.L.U. degree. 

The New York association is one of 
the sturdiest supports of the National 
association. It had a representation 
of over one hundred at the Washington 
meeting, larger than any of the 230 
other similar groups of the United 
States. Membership in the city asso- 
ciation automatically makes one a mem- 
ber of the National. Three past presi- 
dents of the National are from the 
ranks of the New York group. They 
are Julian S. Myrick, Lawrence Priddy 
and Graham C. Wells. All three are 
also past presidents of their local body. 


Constructive Legislation 


Both the officers and membership of 
the organization have been contribut- 
ing real work and interest to the ad- 
vancement of the life insurance busi- 
ness for the past several years. 
They believe in association work 
and in the benefits which accrue 
from a well organized and concerted 
effort. And the members are reaping 
the rewards. As an instance of what can 
be done, any underwriter in the city 
will point to section 55a of the New 
York insurance laws. This well known 
piece of legislation, exempting life in- 
surance from all claims and guaran- 
teeing payment to the named benefici- 
ary stands as an irrefutable argument 
for what vigilance and _ intelligently 
applied group effort can accomplish. 


Standing Committees 


The standing committees of the as- 
sociation at the present time are headed 
by the following: Business conduct, 
Arthur P. Woodward, Conn. General; 
Sales Congress, Robert L. Jones, State 
Mutual; N. Y. University, E. J. Sisley, 
The Travelers; Budget, Harry E. Mor- 
row, Penn Mutual; National Conven- 
tion, J. P. W. Harty, Mutual Life; 
Membership, Ralph G. Englesman, Mu- 
tual Life; Legislation, Julian S. My- 
rick, Mutual Life; Bulletin, Frank J. 
Mulligan, Guardian Life; Entertain- 
ment, J. M. Fraser, Conn. Mutual; 
Underwriting Fund, William R. Collins, 
The Travelers; Trust Company, Graham 
C. Wells, Provident Mutual; Conserva- 
tion, Walter E. Barton, Union Central; 
Endowment Fund, W. F. Atkinson, 
Northwestern Mutual; Publicity, Mer- 
vin L. Lane, Home Life; Reception, 
James P. Graham, Jr., Aetna Life; 
Company Relations, Geo. A. Kederich, 
New York Life; Complaint, Russell M. 
Simons, Home Life. 

The last five of these committees 
were added by President McNamara 
and the titles are more or less ex- 
planatory. The new divisions have 
found work of a serviceable nature to 
perform and have added materially to 
the efficiency of the organization. The 
conservation committee, one of the 
most valuable, was started last year 
during the administration of President 
G. C. Wuerth, on whose successful rec- 
ord President McNamara is so well 
building at the present time. 
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Study of Estates Emphasizes Need 
for Life Insurance 


Survey of New York Properties Discloses That Less 
Than Five Per Cent Is Represented 
by Cash 


PEAKING before the Life Under- 
S writers Association of New York 
on the subject “Characteristics of 
New York Estates” at a banquet in 
the Astor Hotel last week, attended by 
about a thousand representatives of 
life insurance companies, Arthur W. 
Loasby, Chairman of the Board of The 
Equitable Trust Company of New York 
called attention to a characteristic ten- 
dency in large estates towards invest- 
ment in common stocks, over 49 per cent 
of the assets of these estates being 
composed of such equities. He empha- 
sized the vital importance of life insur- 
ance trusts to provide adequate cash 
for the liquidation of expenses involved 
in the settling of large estates. 

Mr. Loasby pointed out that a recent 
survey undertaken by The | Equitable 
Trust Company shows that the imme- 
diate cash needed to cover various 
taxes, fees, and debts, incident to estate 
settlement, averaged about 20 per cent 
of the gross value of large New York 
County estates settled in the past three 
years. 

“Our survey disclosed,” said Mr. 
Loasby, “that only 4.73 per cent of the 
average large estate was represented 
by cash. This cash item would amount 
to about $47,000 in a $1,000,000 estate, 
and the executor would be faced with 
the necessity of providing about $153,- 
000 additional cash to cover the various 
taxes, debts and fees representing the 
20 per cent reduction in the estate dur- 
ing the settlement period. 

“Where would this cash come from? 
It could come only from the sale of some 
of the other assets. And the most con- 
venient assets are those which can most 
readily be marketed. The securities in 
an estate are therefore the first to be 


disposed of. It may so happen that the 
market conditions during the period of 
probate of the estate are unfavorable 
for the sale of securities (such as the 
present market for instance); that 
heavy losses might be sustained if they 
were sold, whereas if the securities are 
held over a period of years a substantial 
enhancement in values may result. 
Nevertheless, money has to be provided 
to meet the pressing obligations before 
the estate can be distributed among the 
beneficiaries. So it becomes necessary, 


under the circumstances, to resort to 
the forced liquidation of these assets, 
regardless of the fact that the condi- 
tions prevailing at the time are un- 
favorable for the sale of the securities. 
Losses thus caused ran in some cases 
as high as 36 per cent of the net estate. 

“The remedy lies in having a suffi- 
cient amount of insurance placed under 
a trust agreement, properly drawn, in 
order that the trustee may purchase 
from the executor of the deceased such 
securities as will provide the required 
cash, thus avoiding their forced sale 
in an unfavorable market. In this 
manner the executor has cash imme- 
diately available to meet the charges 
included under the classification of 
shrinkage. Moreover, the life insurance 
trust thus established enables the »wner, 
upon his decease, to transfer his estate 
100 per cent intact to his beneficiaries.” 





Training the Industrial 
Agent 
(Concluded from page 19) 

most of us are fundamentally alike be- 

cause whenever we enter into a new line 

of endeavor we are more or less in a 

plastic state and subject to being 

molded according to the rules and regu- 

lations of the company. 

The development of an agency staff is 
accelerated by enthusiasm. Our great- 
est personal producers are men who 
have permitted nothing to interfere 
with their determination to succeed. 
That determination, backed by the res- 
olute enthusiasm of the manager or 
the superintendent, forms an effective 
combination for the achievement of 
permanent success. The home office 
should at all times be in close touch 
with the field force and be ready to give 
encouragement where and when needed. 
Men will respond when they are given 
cooperation. Modern policy contracts 
form a very definite means vy which the 
agent can attain this help and the home 
office should constantly check over their 
policies in order that the agent will 
have the very latest tools at his dis- 


posal. Competing agents unconscious- 
ly educate the nublic regarding rates 
and policies and many an agent is con- 
fronted with the problem of how to best 
serve his client. We managers of Indus- 
trial men, should interest ourselves in 
the selection of the new agent and the 
practical training he is entitled to. 
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Frank ‘Talks with Industrial Agents 
Your Time Is Capital—Don’t Waste It—If You Do, the Loss 


Will Be Reflected in Your Earnings | 
By WILLIAM THORNTON 


66 IME IS MONEY.” Yes, you 
have all heard it before, but it is 
one of those eternal truths which 

never grows old, but which is necessary 

to repeat frequently, because most men 
seem unaware of it. 

Probably in no other business does 
time represent capital to the extent it 
does in the industrial insurance busi- 
ness. A multitude of details require 
careful attention in each week’s rou- 
tine. If the agent does not keep his 
clerical work within reasonable bounds, 
if he does not collect within the allotted 
days, he cannot make a substantial in- 
crease, for insufficient time will remain 
for soliciting. 

But failure to make increase is not 
always due to the fact that an agent 
is a poor collector, or spends too many 
hours in the office at his desk. Some 
agents who handle clerical work almost 
perfectly achieve small results because 
they do not seem to know what to do 
with the remainder of the week, or 
they deliberately fritter away time. 


What Is Time Worth? 


An hour may be worth more money 
to one agent than to another, because 
they are not equally matched in ability, 
but beyond question, each hour has a 
certain money value to every man in 
the business. 

A certain number of calls may be 
made in an hour; these calls will yield 
so many interviews, and out of the 
interviews, a given amount of insurance 
will be written on the average. 

Some agents cannot resist the temp- 
tation to “knock off for the rest of the 
day” after closing a good volume of 
business. This is a fatal mistake, and 
the agent who is weak enough to yield 
to the impulse will make a poor show- 
ing at the close of the year. There are 
certain to be times when production 
will slump, no matter how hard or how 
conscientiously an agent works, and if 
every available day is not used for 
soliciting, the year’s total will not be 
helped by the occasional spurts of good 
writing. 

A considerable amount of valuable 
time will be saved every week if calls 
for new business are routed. It is not 
always possible to do this exactly, but 
in many cases it is entirely practical. 
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It hardly seems necessary to add that 
straight canvassing should be con- 
ducted exactly as its name implies— 
straight from house to house, from 
street to street, so there will be no 
necessity for the agent’s retracing his 
steps and wasting good energy. 

A manager, directing the efforts of 
a large corps of automobile truck sales- 
men recently wrote to his men, facti- 
tiously, but with deep wisdom: “A low 
‘call rate’ on the exchange means in- 
activity in your stock. A high ‘call 
rate’ will put you over. The number of 
effective calls you make on prospects 
will be a big factor in increasing the 
value of your stock. The law of supply 
and demand governs the return on call 
money in the money market. The law 
of average governs the return on ‘call 
effort’ in the motor truck market.” 

It certainly does in the life insurance 


business. You can have a high call 
rate if you will plan each week’s work. 

It takes longer to close some pros- 
pects than it does others, but when you 
have got the application signed, and 
have made whatever inspection the 
company requires, get out. Resides 
giving the applicant an opportunity to 
change her mind, the friendly visit you 
linger to make will take its toll from 
the hours remaining for soliciting. 

No man who has invested his capi- 
tal in a manufacturing business for 
example, will withdraw a part of that 
money from his plant, and foolishly 
throw it away by buying equipment 
which he does not need. Your time is 
your capital. You are not using it to 
an advantage when you are idle. and 
you are deliberately throwing it away 
when you loaf at the office, or linger 
along your route to make social calls. 











THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York City 


Founded 1850 
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ONDITIONS Entirely 


new policies are needed as years 


change. 


pass to fit new insurance requirements. | 


Issuance of new policies is therefore 
a measure of a company’s desire to keep 


pace with new conditions as they arise. 








Our new policies are demonstrating 
their value now in increased business 


| and in the enthusiasm of our agents. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 
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Te Is the Most Easily Sold 
Policy I Ever Saw” 


That is what an experienced agent, new with the 
National Life, says about the Universal Policy. The 
records being made by a host of new agents and a lot of | 



































old ones lead us to believe this statement is correct. 
The Universal Policy and the National Life Company 
offer these advantages to the policyholder and the 


agent— 
For the Policyholder: 
Company is purely mutual. | 





Policies are participating. 

After the first year, limited payments and Endow- 
ments pay face of policy plus everything deposited over 
Whole Life rate for death during premium paying 
period. 

Men and women risks written same rate. 

Unusually low premium. 

Limited Payments and Endowments can be changed 
without examination to lower premium forms at original 
insurance age and original basic rate. 

Juvenile policies. 

Children’s Educational Policy. 

Expectancy Term policy. 


For the Agent: 


Free Direct Mail Advertising service. 

Sales Promotion Department to help agents. 
Non-medical privileges. 

Fine working agreement with liberal first year and 
renewal commission. 

An exclusive new policy with features and benefits not 
found in any other one standard life insurance policy. 
Tie up with a real human institution. 


NATIONAL LIFE COMPANY 
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Prospect Service Plans 
Attractive Literature 
Clubs and Contests 
Peppy Conventions 
Health Conservation Service 


Write for “A Frank Talk on Your Future” 
Address J. J. S. Agency Dept. 
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THE 
American Guaranty Co. 


COLUMBUS, OHIO 
J. B. Coambs, President 





““AMGAR”’ *“AMGAR” 
FULL LIABILITY 
COVERAGE AND 
AUTOMOBILE PLATE GLASS 
INSURANCE INSURANCE 


‘‘AMGAR” MEANS SECURITY 
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Vacationing to a Vocation 


Mountain Resort Adopted as Training Ground 
for New Agents of the Southeastern Life 


Insurance Company 
By W. CASWELL ELLIS 


Vice-President Southeastern Life Insurance Company 


The original methods of training new 
agents outlined in the accompanying 
article were discussed at the recent 
meeting of the American Life Conven- 
tion at Cincinnati. The plan of ‘he 
Carolina Company has since been .the 
subject of considerable comment, 
prompting THE SPECTATOR to present 
the following specially written descrip- 
tion of the school in the Land of the 
Sky.—Editor’s Note. 


T was with a view to the selection 

of ideal surroundings that in 1924 

we went into the fastnesses of the 
Blue Ridge Mountains, twenty-seven 
miles from a railroad and from our 
home office at Greenville, S. C., and 
fifty miles from Asheville, N. C., in the 
Land of the Sky. Here we selected a 
twelve acre conical hill rising several 
hundred feet from the banks of the 
Saluda River, and on the crest of the 
hill we erected a cottage, which was 
christened, appropriately, we _ think, 
“Hillcrest Lodge at Trail’s 
End,” to be used as a train- 


ing camp for new agents. ys 





The building, which occu- 
pies space forty by sixty feet, 
consists of a wide front 
piazza, facing the river and 
extending across the front 
and around one end of the 
building, two large rooms on 
the first floor for sleeping 
quarters, each with a large 
open fireplace, a back piazza 
used as a dining room, with 
kitchen at one end of the 
piazza and a large supply 
pantry at the other. On the 
second floor are two garret 
rooms that can be used for 
sleeping quarters in case of 
an emergency. 

The building is constructed 
of rough lumber with unfin- 
ished interior, the twelve 
acres and the cottage repre- 
senting an investment of ap- 
proximately $3,500. 

A man living a few hun- 
dred yards from the cottage 
is paid $5 per month to act 


(f 


the company and must secure the keys 
to the gate and the cottage from the 
caretaker, 

The wife of the caretaker has charge 
of the preparation of meals for those 
attending the training schools. 

From three to five sessions of one 
week each are conducted each year, de- 
pending upon the number of new men 
who are available. We have a new 





















as caretaker. Anyone enter- 
ing the property must have a 
pass signed by an officer of 
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W. CASWELL ELLIS 
Explains Agency “Training Camp” Plan 


group at each school, of course. On 
account of the fact that we could not 
be comfortable in the cottage in very 
cold -veather, the sessions are held be- 
tween March and October. 

Twelve men is usually the maximum 
number that can be accommodated at 
one time. Folding iron cots are used. 
The mattresses remain in the building, 
but linen and blankets are kept at the 
home office during the winter. From 
one to three blankets are required for 
each person even during the months of 
July and August. This fact may sur- 
prise persons who are not familiar with 
the climate of northern South Carolina. 
Greenville, where our home office is 
located, is over one thousand feet above 
sea level. A twenty minutes’ drive 
takes us to an altitude of over two 
thousand feet, and in fifty minutes we 


reach an altitude of considerably more 
than three thousand feet. 


The training schools 
are in charge of the com- 
pany’s vice-president and 
agency manager, who 
spends the entire week at 
the school with the men. 
A general agent especial- 
ly gifted in instructing 
new men also spends the 
entire week at the cot- 
tage. Various officers of 
the company visit the 
school during the week 
and in addition to ex- 
plaining and discussing 
their respective duties 
in the organization, they 
pitch horseshoes and go 
swimming, fishing or hik- 
ing with the men after 
the class work for the 
day is over. 


Subjects Covered 


The training course 
consists entirely of lec- 
tures and _ discussions 
covering the usual sub- 
jects in the following 
order: 

(1) Life insurance as a 


vocation. 
(Concluded on page 49) 
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THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO., LTD. 
HEAD OFFICE, 55 FIFTH AVE., NEW YORK 
C. M. Berger, United States Manager 
E. W. Lang, Resident Manager, 90 Maiden Lane, New York 

















STATE MUTUAL LIFE 
ASSURANCE COMPANY 


of Worcester, Massachusetts 
A NATION-WIDE COMPANY 
EIGHTY-FIVE YEARS OF OF e CONSISTENT GROWTH 
SOUND FINANGAL STRUCTURE 
FUNDAMENTAL. RECOGNITION 


of the 
RIGHTS AND INTERESTS OF POLICYHOLDERS 
and BENEFICIARIES 


INCORPORATED 1844 











ROYAL 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, - $29,000,000.00 
Insurance in Force, Over $145,000,000.00 


A. C. TUCKER, President 























The Home Life Insurance Company of America 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from : 
date of issue and are up-to-date in every respect. 
SepesAny POLICIES contain valuable SPECIAL agree 9 x 
TOTA AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State gaeenen” 

A Home Life policy brings peace of 

mind to the man who loves his family. 


Basil S. Walsh, President P. J. Cunningham, Vice-President 

















Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 
INDEPENDENCE SQUARE PHILADELPHIA, PA. 











EX PANS ION 


This is the keyword 
in the program of development 
of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to throw 
in their lot with a strong growing company, will find 


that 
“Honestly, It’s the Best Policy.” 














Complete Coverage Combination 


Our Life, Accident and Health 








Provides: 

Old Age Endowment 

DOUBLE for Accidental Death 

TRIPLE for Fatal Automobile Acci- 

dent 
Disability Benefits, Dividends 
Liberal Contracts for Agents 
If interested, write 

NORTHERN LIFE INSURANCE CO. . 


D. B. MORGAN, President 
HOME OFFICE, ae LIFE TOWER 
SEATTL 
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THE WOMAN’S BENEFIT ASSOCIATION , 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 
Organized October 1, 1892 


WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 
Ota PURGES COVES: 6 oo 5 5 os oe osc wandis 08 elds $27,000,000 
Benefits Paid since Organization over...... 39,000,000 


For further information write to 


THE INTERNATIONAL HEADQUARTERS 



































HAGERSTOWN 
Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 


Charleston, West Virginia 














A T L A I | T I Cc W. B. A. Building Port Huron, Michigan 
Bina West Miller Frances D. Partridge 
— —— | Supreme President Supreme Secretary 
Maryland ! ! FIRE REINSURANCE TREATIES 
General Agency positions open at | - 
CUMBERLAND ROCKVILLE Eagle Fire Insurance Company 
FREDERICK WESTMINSTER New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 
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Freedom from the Web of Worry 


As the Spider’s Web Wears Down the Resistance of 
Its Prey, So Does Financial Dependence 
Destroy Man’s Effectiveness 


the porch steps, was stretched a 

firm, silky web. Its vicious owner 
was nowhere to be seen, and the web 
waved a bit in the breeze, as though 
exhibiting its soft restfulness. It might 
have looked like a small puff of silvery 
smoke, so light and transient was it’s 
appearance. To a weary traveler, look- 
ing for a spot to rest a few seconds, 
this beckoning illu- 
sion was a magnetic 
decoy. So it was that 
an immense bumble 
bee, having worked 
hard in the heat of 
a noon-day sun, flew 
with unsuspecting 
eagerness into a 
trap made up of mil- 
lions of tiny silk 
threads. Annoyed at 
being held by some 
unseen foe, he buzzed an- 
grily and shook the maze 
surrounding him with such 
force that it broke in a few 
places. One leg free, he 
buzzed some more and al- 
though he managed to free 
a wing, he only succeeded 
in getting his legs more 
tangled. Now thoroughly 
enraged, he buzzed and 


I: a deep shady corner, just under 


























By AMY VON MAUR* 


two boys watched the fight for life and 
death with strained eagerness. 

The spider stood deliberate and sure 
on his shaking web, and watched his 
captive shake and tear the sticky sub- 
stance now all over him. Suddenly he 
moved quickly, for a big hole had been 
made by all the commotion. With ease 
and unbelievable agility the spider 
rushed over and, at a safe distance, 
threw a few threads 
all around two of the 
bee’s free feet. Then 
he worked with tal- 
ented speed and 
patched up the hole, 








bumped his velvet body 
around with such fero- 
ciousness that two freckle-faced 
youngsters standing nearby, 
turned with boyish curiosity to 
see what was going on. 

“Gee, Jimmy ... Lookit! A 
whopper bumble bee caught in a 
spider’s web!” 

“Oh, boy ...and say... Lookit, 
Tom, the big spider . . . see, he’s just 
coming out.” 

“IT hate ’em! They’re too sneaky! 
How much cha bet the bee’ll win?” 

“The bee win? No-siree-bob! I’ll bet- 
cha my new flint the spider wins.” 

“That’s ’cause you never had a fuzzy 
bumble bee STING you! I'll betcha.” 

With puckered brows and eyes riv- 
eted to the little scene before them, the 





*See note on page 49 
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A Life Insurance Policy Is the Best As- 
surance of Freedom from Financial Wor- 
ries—The Web of Circumstances Holds 
No Terrors for the Business or Individual 


So Protected. 


while his prisoner lay panting, waiting 
for more strength to continue the bat- 
tle. The spider, finishing its work, 
watched. No sound came from the heavy 
black and yellow bundle, so he crept 
closer ... closer .. . when, almost on 
his victim, the bee, thoroughly enraged, 
struck at him and did all in his power 
to buzz forward toward his hated, leer- 
ing enemy. Tom shouted when he saw 
the courageous atack: 

“Atta boy! Come on... 
STING ’im!” 

“Don’t be silly, the Spider won’t give 
him a chance. See? He’s backed away 
already.” 

“Yeah ... he’s a coward, that’s all 
he is! Why don’t you fight? Are you 
yellow? Come on out in the OPEN 
and FIGHT!” 

“He can’t fight...I 
admit that... but he'll 

win just the same.” 
The bee, having 

again used up all it’s 
energy, was 

resting. And 

again, the spid- 

Q er watched and 


come on, 


waited.... 
Best not to 


(See page 
49) 
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An agent who is favorably known representing a company 
that is favorably known is an unbeatable combination .. . 


Are you a Hartford Agent ? 












































HARTFORD FIRE INSURANCE CO. BG 
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Water Charges High 
in Baltimore 





Present Situation Is Decried 
as Detrimental to 
Progress 





Potential Hazard High 





Wentworth Says Sprinklers Best 
Method of Preventing 
Large Conflagration 


BALTIMORE, Nov. 18.—Criticism of 
the Baltimore water department’s 
policy in respect to local charges for 
fire protection service was made in a 
speech here last week by Franklin H. 
Wentworth, managing director of the 
National Fire Protection Association. 
He urged the appointment of a citizens’ 
committee to combat the situation. 

“Of all the cities in America,” Went- 
worth said, “Baltimore, which has been 
once rebuilt at the expense of the rest 
of the country, should be the most re- 
luctant to discourage voluntary action 
by its citizens to modify fire hazards. 

“To impose an average installation 
charge of over $700 for water connec- 
tion to sprinkler equipments costing 
from $1000 to $2500 is systematically 
to discourage the sort of fire protec- 
tion Baltimore most needs.” 

“The streets are narrow. The poten- 
tial hazard is high and fires, once be- 
yond control of the fire department, 
could readily sweep large areas. There is 
good reason to encourage to the utmost 
the installation of sprinklers in every 
building whose structure or contents 
might easily feed or communicate fire.” 

Wentworth recalled the Baltimore 
conflagration of 1904 and said the pres- 
ent policy of the City Water Depart- 
ment raises an impassable barrier 
against the one fire-fighting resource 
best calculated to forestall a repetition 
of that disaster.” 

After praising the Baltimore Fire 
Department, he said the attitude of 
the present city administration is forc- 
ing them to combat fire by wasteful 
and antiquated methods. 

“Sprinkler systems,” he said, “are 
the natural protectors of water sup- 
plies, as statistics show that over 90 
per cent of fires in buildings so equip- 
ped are extinguished by the opening of 
a single sprinkler head. 
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$3,000,000 Increase in Texas 
Fire Losses 





Loss Ratios for First Three 
Quarters Estimated at 


55-70 Per Cent 


DALLAS, TEX., Nov. 18.—Fire losses 
in Texas during the first nine months 
of the year showed a material increase 
over the same period last year accord- 
ing to reports from the State Fire In- 
surance Commissioner’s office and tabu- 
lations on the part of fire insurance 
men and adjusters. 

The losses for the first nine months 
of the year are approximately $3,000,- 
000 greater than for the same period in 
1928. So far as the records of the State 
Fire Insurance Commissioner shows 
the losses are some $1,650,000 greater 
for the first three-quarters of 1929 than 
1928. But only incorporated towns and 
cities make reports of fires to the State 
department. There are no reports from 
the unincorporated towns and the rural 
districts. This year there have been 
a large number of fires in wunincor- 
porated towns where the loss amounted 
to $100,000 or more. 


Fire Losses in Three Alabama 
Cities Show Vast Decrease 


Fire losses in three Alabama cities 
for 1928 were more than 50 per cent 
less than for 1927, a record which has 
been commented on favorably by the 
National Lumber Manufacturers’ Asso- 
ciation which has been making a sur- 
vey of fire losses. 

The city of Montgomery contributed 
the most outstanding reduction, losses 
there for 1928 being only $428,225, as 
compared to $1,653,058 for 1927. 


Mexico Bars Riot Insurance 


Los ANGELES, CAL., Nov. 18.—Insur- 
ance companies can no longer issue riot 
and civil commotion covers in Mexico, 
according to a report from Mexico 
City by the Associated Press. The De- 
partment of Ministry and Commerce 
and Labor of the southern republic has 
revoked permission of insurance com- 
panies, including 11 foreign. companies, 
to issue this type of insurance here- 
after. It is claimed that agents spread 
alarming rumors in order to sell such 
covers and that these rumors worked 
to Mexico’s detriment abroad. 


William N. Bament of 
Home Dies Suddenly 





Became an Adjuster of 
Fire Losses Thirty-Seven 
Years Ago 


Made Vice-Pres. in 1927 


Considered One of Most Capable 
Insurance Executives in the 
Country 


With the sudden death, on November 
16, of William Newton Bament, vice- 
president and general adjuster of the 
Home Insurance Co. of New York, a 
feeling of deep regret was felt through- 
out the fire insurance field of the 
United States. 

Mr. Bament was considered one of 
the leading fire loss adjusters of the 
country, having served most of his busi- 
ness career in this capacity. When ad- 
justment was being made in San Fran- 
cisco after the earthquake and con- 
flagration in 1906, Mr. Bament served 
as acting chairman of the committee 
of fifteen and as a member of the com- 
mittee of five. 

Finishing his education in Cincin- 
nati, where he was born on Oct. 19, 
1858, Mr. Bament’s introduction into 
the insurance business was with the 
Insurance Adjustment Company of 
Cincinnati, and in 1886 he became gen- 
eral agent for the California Insurance 
Company in its Middle Western terri- 
tory until it temporarily retired in 
1892. Mr. Bament then joined the 
Home as special adjuster, with head- 
quarters in Chicago. 

When the Western Adjustment & In- 
spection Company began expanding in 
1900, Mr. Bament returned to Cincin- 
nati to open a branch office for the 
company there, and in 1903 was made 
general manager with headquarters at 
Chicago and the following year he came 
to New York as general adjuster of the 
Home. In May, 1927, he was elected to 
the office of vice-president and general 
adjuster, the duties of which he so 
capably carried out until his death last 
week. 

Mr. Bament was a member of the 
committee of adjustments of the Na- 
tional Board of Fire Underwriters and 
belonged to several fire insurance or- 
ganizations. 
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Texas Agents’ Association Meeting 
Concentrates On Manual 


Many Subjects Up for Discussion as Wholesale 
Revisions Are Being Planned for 
Near Future 


Waco, Tex., Nov. 18.—Nearly 200 
members of the Texas Association of 
Insurance Agents, an organization 
composed of agents of fire and casualty 
companies, attended the mid-year meet- 
ing in Waco, the interest being inten- 
sified by the fact that the entire Texas 
insurance manual, as it affects fire and 
casualty insurance, was being studied 
for revision by the State Board of In- 
surance Commissioners, and the local 
agents had been invited to submit sug- 
gestions to the board. 

State Fire Insurance Commissioner 
J. W. Deweese addressed the Associa- 
tion and stated that many vexing prob- 
lems were under consideration for 
early settlement looking to a revision 
of the manual and, while many sug- 
gestions had been made by insurance 
companies and others interested in in- 
surance, the board felt that it needed 
and desired the further help of the 
local agents in solving many debatable 
and doubtful questions, and he was 
present to solicit their advice and co- 
operation. Insurance officials and gen- 
eral agents had not been invited to the 
meeting, thus leaving the local agents 
free to exchange frank expressions of 
opinion without any fear of criticism 
from those they represented. 


Reporting Form of Coverage 


The subject given most considera- 
tion, and on which Commissioner 
Deweese stated the board was most at 
sea, was that of the “reporting form 
of coverage” as applied to concerns 
operating a number of stores either in 
one town or in a number of places. 
Mr. Deweese stated that the board 
found it difficult to formulate a report- 
ing form cf coverage clause that does 
not appear to be discriminatory against 
the merchant who operates but one busi- 
ness, and yet he felt that there should 
be some provision made to help the 
business carrying several stocks of 
merchandise in different locations, with 
amounts varying from day to day in 
the respective locations because of re- 
moval from one store to another as 
the demands of the different stores re- 
quire. 

There was a lengthy discussion as to 
blanket coverage on all of such stocks 
with frequent audits required as to 
each, separate coverage on each stock, 
with return premiums at end of year 


Fire Insurance 


on basis of average coverage, number 
of stores operated to justify such 
policy coverage, and other phases of 
the subject, the Association finally go- 
ing on record as favoring the reporting 
form of coverage, provided the rate 
table is in no way abrogated as it 
affects other business. 


Subjects of Discussion 


Other subjects discussed included: 
installment payments on automobile 
insurance; the new Texas audit bu- 
reau; the recent ruling of the Texas 
Board of Insurance Commissioners re- 
stricting agency commissions to 20 per 
cent of the premiums; liability of mort- 
gagee for unpaid premiums; a 60 day 
automatic cancellation clause for non- 
payment of premiums, and the removal 
of added premiums for night work in 
certain industries. 

After thorough discussion, in which 
all seemed agreed, the State board was 
requested not to make any new rulings 
as to the extension of credits on pre- 
miums, the local agents expressing 
themselves as opposed to installment 
premiums on automobiles. The argu- 
ment that had been advanced at for- 
mer hearings of the board was that 
installment payments would increase 
the volume of automobile insurance, 
and a more general coverage, especially 
as to casualty insurance, would afford 
greater protection to the public against 
uninsured automobile accident dam- 
ages, and therefore would be an eco- 
nomic advantage. 

An explanation of the purposes and 
workings of the Texas Audit Bureau, 
recently organized with offices at 
Dallas, was made. It is an organiza- 
tion of such companies as approve the 
plan, for the purpose of having daily 
reports of premiums, losses and forms 
made through it to the various com- 
panies forming the bureau, instead of 
direct to the companies, the audit bu- 
reau to approve or disapprove such 
daily reports as to form, premium 
rate, premiums collected and _ losses, 
and forward such reports to the com- 
panies with its notation of approval 
or disapproval. 


Bureau Expanding 


It was stated that companies repre- 
senting about two-thirds of the fire and 
casualty insurance written in Texas 


Must Register Insurance 
Stock for Sale 


Missouri Commissioner Issues 
Warning to All Companies 
and Agents Selling Stock 


F. T. Stockard, Missouri State Se-- 
curities Commissioner at Jefferson City, 
Mo., on Nov. 12 issued a warning to: 
salesmen and sales companies dealing 
in insurance stock for sale in that 
State that they must register such 
stock and have a permit from the se- 
curities department before they can 
legally sell such stock. 

Failure to register the stock and se- 
cure the necessary licenses will result 
in the issuance of cease and desist 
orders, the public will be warned 
against their offerings and prosecuting 
officers asked to proceed criminally 
against them. 

It has come to Commissioner Stock- 
ard’s attention that several companies 
are being formed in Missouri to sell 
insurance stock, getting out from un- 
der the jurisdiction of the Missouri 
Insurance Department by a scheme 
whereby the entire stock issue of an in- 
surance company is taken over by sales. 
companies or holding companies, in 
some instances the insurance company 
being paid more than par value of its. 
stock, and then reselling the stock to 
the general public at several times par 
value. Such sales are illegal, Commis- 
sioner Stockard holds. 

He points out that all companies and 





salesmen offering stock of this nature © 


for sale must register the stock and 
have a permit from the securities de- 
partment. 








have joined the bureau, and by the first 
of the year it hopes to have as mem- 
bers at least 80 per cent of the com- 
panies writing in the State. It was 
also stated that the bureau would be 
able to keep a closer check on premium 
and loss ratios to enable the State 
board better to adjust rates in each 
town and city according to its fire loss 
record. At present local agents make 
reports of fire losses to the board only 
once a year, and the system of report- 
ing is far from accurate or satisfac- 
tory. 

A saving to the companies would be 
made as to maps and manuals through 
such a daily check and audit, it was 
stated, and to the local agents in the 
work and expense of daily reports. 
Fear was expressed by those who dis- 
cussed the matter that there might be 
danger of disclosure of local agency 
expiration dates, which are a valuable 
agency asset. There existed a doubt on 
the part of many as to any worth- 

(Concluded on page 35) 
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Taxi Rates and Rules 
Issued by Conway 


Will Attempt to Preserve 
Solvency of Companies 
Writing This Line 





Hopes to End Raiding 





Fleet Rates to Be $456 and $480, 
Owner Driven Cars $336 
and $360 





With a view to preserving the sol- 
vency of taxicab insurance writing com- 
panies, Albert Conway, State Superin- 
tendent of Insurance, has prepared and 
sent out to the various stock and mutual 
insurance companies two sets of under- 
writing rules and rates for application 
in metropolitan territory. 

In his letter to the stock companies 
accompanying the new rules, Mr. Con- 
way states that with regard to the 
quotas of business heretofore, he was 
willing to discontinue them if the com- 
panies would agree in writing in ad- 
vance to surrender such business as 
directed by him to the mutual taxicab 
insurance companies. The purpose of 
this provision is that financial protec- 
tion of those injured by taxicabs be as- 
sured, by preventing companies from 
becoming insolvent as a result of so- 
called raiding of one company by an- 
other. 

The rules and rates as formulated by 
Mr. Conway are as follows: 

The rules and rates are for the New 
York City territory and vary slightly as 
to those companies dealing directly 
with the assureds and those who em- 
ploy producers. As regards the direct 
dealing companies the rules are: 

1. For companies operating on a di- 
rect writing basis and not employing 
salaried solicitors or agents other than 
those whose duties are confined to the 
home office or one of the branch of- 
fices of the company, and not paying 
commissions to any agent or broker, 
the rate for owner-driven taxicabs 
shall be $336 per annum, payable in 
equal monthly installments in cash in 
advance. The rate for fleets of two or 
more taxicabs shall be $456 per annum, 
payable in equal monthly installments 
in cash in advance. This rate applies 
only to companies whose policies are all 
applied for, written and paid for at the 
home office or one of the company’s 
branch offices. 

2. All policies shall be written at full 
rates, with the proviso that assureds 
entitled to the merit rating discount 
shall be entitled to receive such dis- 
‘count on and after March 1, 1930, but 
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Fire Survey Being Conducted in 
Houston, Texas 


Houston, TEx., Nov. 18.—Four engi- 
neers from the National Board of Un- 
derwriters, J. H. Holland, G. L. Swain, 
J. Lyon and J. A. Hawthorne; and two 
representatives from the Texas Inspec- 
tion Bureau at Dallas, S. W. English 
and H. O. Smith, are making a fire sur- 
vey of this city. The survey, the first of 
its kind in five years, will take note 
of the fire fighting equipment, fire sta- 
tions, alarm system, building code, fire 
hazards and a good many other things. 








effective as of the date of the policy 
if he shall produce a certificate dated 
not earlier than March 1, 1930, in which 
the insurance carrier carrying his in- 
surance for the year 1929 shall certify 
that under the conditions of the merit 
rating indorsement attached to their 
policy he would then be entitled to 
such discount if he had continued his 
insurance in that company. 

38. Companies may not pay, agree to 
pay or contract for the services of 
agents, brokers, solicitors or others 
heretofore or presently engaged in the 
production or acquisition of taxi insur- 
ance business, unless such individuals 
are employed for purposes other than 
the acquisition of business and they are 
not actually engaged in such activities. 
Such companies may not have in excess 
of one main underwriting office and 
three branch offices located in Greater 
New York. 

The rules and rates for companies 
employing producers are as follows: 

1. For companies employing salaried 
agents or solicitors who solicit business 
away from the company’s offices, or 
who pay commissions to agents or 
brokers, the rate for owner-driven taxi- 
cabs is $360 per annum, payable in 
equal monthly installments in cash in 
advance. The rate for fleets of two or 
more cars is $480 per annum, payable 
in equal monthly installments in cash 
in advance. 

2. All policies shall be written at full 
rates, with the proviso that assureds 
entitled to the merit rating discount 
shall be entitled to receive such dis- 
count on and after March 1, 1930, but 
effective as of the date of the policy if 
he shall produce a certificate dated not 
earlier than March 1, 1930, in which the 
insurance carrier carrying his insurance 
for the year 1929 shall certify that un- 
der the conditions of the merit rating 
indorsement attached to their policy he 
would then be entitled to such discount 
if he had continued his insurance in 
that company. 

3. Companies filing full “brokerage” 
rates may not expend in excess of $2 
per car per month for commission, bro- 
kerage or other acquisition expense. 
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Moves Against Abuses 
in Fleet Covers 





Ohio Insurance Superinten- 
dent Calls Attention to 
Rules on This Business 





December First Is Limit 





Many Club Members Getting 
Fleet Coverage on 
Private Cars 





CoLUMBUS, OHIO, Nov. 18.—Judge 
C. S. Younger, State Superintendent of 
Insurance, today sent a letter to every 
authorized automobile insurance com- 
pany writing business in Ohio directing 
their attention to the recent ruling of 
the State Insurance Department rela- 
tive to fleet coverage of automobiles. 
Judge Younger reported that informa- 
tion had been received by the depart- 
ment that some agents were not com- 
plying with the ruling previously made 
on fleet coverage, and the purpose of 
his letter at this time is to give them 
official notice that on all business writ- 
ten on and after Dec. 1, 1929, they must 
cease improper fleet coverage, which is 
regarded as unfair competition, an un- 
ethical practice and a violation of the 
Ohio Anti-Rebate Laws. 

In his previous ruling Judge Younger 
held that it was a violation of the law 
for insurance companies to write fleet 
coverage insurance and give employees 
along with the employers the benefit of 
a lower rate in cases where the com- 
bining of the employer and all the em- 
ployees under one policy, or otherwise, 
makes an attractive premium to the 
insurance company. 

Judge Younger said: “Where the 
employer has a number of cars that 
may be used in his or its business, the 
employer may reasonably be entitled to 
a fleet coverage rate, which contem- 
plates one insured or one ownership, 
either as an individual, corporation or 
association. On the contrary, there 
seems to be no defensible excuse for a 
concession on the privately owned auto- 
mobile, merely because the owner be- 
Iongs to some club, society, fraternity 
or association.” 

The department does not question the 
right or propriety of an employer to 
insure his own liability against public 
liability and property damage on ac- 
count of the use of an employee’s car 
in the business of the employer, Judge 
Younger said. 

The violations in question occur only 
in cases where private cars, used for 
private purposes, are written under a 
fleet policy. 
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Assureds Charged with 
Incendiarism 





Firemen’s Fund Contests 
Payment of $64,000 
Policy 


According to a despatch from In- 
dianapolis, the Firemen’s Fund Insur- 
ance Compay of San Francisco makes 
serious charges against two former 
Indianapolis business men in an answer 
filed in circuit court at Noblesville, 
Ind., in a case in which it is defendant 
for the collection on an insurance policy 
by Chester L. Zechiel, receiver for 
Edward Traugott and Harry Sussman, 
partners in business under the firm 
name of Edward Traugott & Co., 
clothiers. 

An explosion occurred at the store 
more than a year ago and practically 
the entire stock of merchandise was 
destroyed. 

The company in its answer just filed 
will contest the payment of the policy 
on the ground that Traugott and 
Sussman had the insurance written 
with the intention of “wilfully, pur- 
posely and intentionally defrauding and 
cheating the company.” 

Before the policy in question was 
taken out it is said the clothing firm 
carried $64,000 insurance on its stock 
and real estate and it is further 
charged that the damage to the per- 
sonal property and building was not 
the direct result of fire under which 
the terms of the policy were written. 

A paragraph of the answer says: 
“Before the alleged loss occured, the 
goods were saturated with gasoline and 
other like inflammable and explosive 
oil, all of which was with the knowl- 
edge of the assureds, the said Traugott 
and Sussman. The defendant avers 
that the saturation, sprinkling and cov- 
ering of the said insured property by 
gasoline and other oil greatly increased 
the risk and hazard of loss and damage 
The company is insisting 
that, under the circumstances, it should 
not pay any of the face of the policy. 


Aero Underwriters Corp. 
Extends Activities 


Horatio Barber, president of Aero 
Underwriters Corporation, sailed today 
on the S.S. Berengaria for a short visit 
to Europe. It is understood that the 
corporation’s subsidiaries, Aero Insur- 
ance Co., Aero Indemnity Co., the 
underwriting firm of Barber & Baldwin 
and the Aero Engineering Co., have 
been doing, as a side line, an increas- 
ingly satisfactory foreign business, and 
that an organization is now to be estab- 
lished abroad for the purpose of better 
developing that branch of the business. 
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New Texas Fire Insurance 
Schedule 


(Concluded from page 3) 


saw mills), Shipwright Shops, Shuttle, 

Spoke, Spool, Stave and Trunk Facto- 

ries, Veneer, Wagon and Wheelwright 

Works. 

In addition to the above reductions, a 
further reduction of 25 per cent is 
made in building and contents rates of 
the following public buildings: Court 
Houses, City Halls, Electric Light and 
Power Plants, Fire Department Houses, 
Hospitals, Jails, Police Stations, State 
Houses, Water Works, and such public 
buildings as are now rated under the 
Brick Mercantile Schedule. A _ public 
building is such as is occupied, main- 
tained or supported by municipal, dis- 
trict, county or State authorities. 

The classes for which rates have been 
increased and the percentage of in- 
crease are as follows: 

Apartment Houses, Frame, in unpro- 
tected towns, 50 per cent. 

Boarding and Rooming Houses, 
Brick, in protected towns, 10 per cent. 

Boarding and Rooming Houses, 
Brick, in unprotected towns, 10 per 
cent. 

Boarding and Rooming Houses, 
Frame, protected and unprotected, 25 
per cent. 

Cereal Mills, Frame, in protected and 
unprotected towns, 50 per cent. 

Clothing Factories, All Classes, ex- 
cept Fireproof and Sprinklered, 100 per 
cent. 

Creosoting Works, All Classes, except 
Fireproof and Sprinklered, 10 per cent. 

Flour Mills, Frame, in protected and 
unprotected towns, 50 per cent. 

Groceries—Wholesale, All Classes, 
except Fireproof and Sprinklered, 10 
per cent. 

Hay Warehouses, Frame, in protected 
and unprotected towns, 40 per cent. 

Mercantile Stocks in Brick Buildings 
in protected and unprotected towns, 10 
per cent. 

Overall Factories, All Classes, except 
Fireproof and Sprinklered, 100 per 
cent. 

Packing Houses, Frame, in protected 
and unprotected towns, 40 per cent. 

Pants Factories, All Classes, except 
Fireproof and Sprinklered, 100 per 
cent. 

Pier and Wharf Risks, Frame, in pro- 
tected towns, 50 per cent. 

Shirt Factories, All Classes, except 
Fireproof and Sprinklered, 100 per 
cent. 

Woodworkers of All Kinds (except 
saw and planing mill property that is 
rated under special Saw and Planing 
Mill Schedule), Frame, in protected and 
unprotected towns, 40 per cent. 
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American Equitable Wins 
Mutzenbecher Suit 





Action, Brought Through Custo- 
dian, for Payment of Commis- 
sions, Dismissed in U. S. 
District Court 


In the case of Howard Southerland, 
Alien Property Custodian, against the 
American Equitable Assurance Com- 
pany of New York, heard Tuesday in 
the United States District Court, 
Southern New York, before Judge 
‘Goddard, decision was returned in favor 
of the defendant. 

The action was brought by the Mut- 
zenbechers of Germany through the 
Custodian, and was based on claims 
for alleged commissions due to H. Mut- 
zenbecher, Jr., of Germany in the Amer- 
ican agency representation of the 
Jakor Insurance Company of Russia. 
The amount in question, it was alleged 
by the plaintiff, was $500,000. 

The American Equitable came into 
the case through its merger with the 
Anchor Insurance Company, a reincor- 
poration in America of the Jakor In- 
surance Company. The Mutzenbechers 
claimed a continuing right in the busi- 
ness of the Jakor notwithstanding any 
agreement or assignment, claiming 
that such assignment of American 
agency agreement was only made to 
deceive the Russian Government. 

In his decision, Judge Goddard said 
in part: 

“When the entire record is taken in- 
to consideration, the plaintiff has, in 
my judgment, failed to sustain the 
burden of proving by the ‘clear, posi- 
tive and convincing evidence’ required 
to destroy the effective terms of this 
assignment—regular and effective on 
its face.” 


Unlicensed Adjusters 


The Insurance Department of the 
State of Pennsylvania has asked the co- 
operation of the insurance field in gen- 
eral in ridding the State of individuals 
and firms who have, without complying 
with the laws governing such activities, 
been acting as public adjusters. 

The department states that any com- 
pany, operating in the State, encour- 
aging such activities will be judged 
guilty of a misdemeanor and subject 
to penalty therefor. This comes under 
the Public Adjuster Act of 1921 (P. L. 
276) as amended by the act of the Gen- 
eral Assembly No. 344 and approved 
on April 26, 1929. As a further aid in 
clearing the State of these unlicensed 
adjusters, the department plans to pub- 
lish in the quarterly brokers’ bulletin a 
list of special adjusters who are licensed 
in Pennsylvania. 
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California Convention 
Well Attended 





Speakers of State and 
National Prominence 
Present 





Ends Successful Year 





Elect E. Battles President, and 
F. C. Colridge Permanent 
Secretary 





Eight hundred delegates attended 
the twenty-second annual convention 
of the California Association of Insur- 
ance Agents, which met at the Leam- 
ington Hotel, Oakland, Thursday, Fri- 
day, Saturday, Nov. 7, 8 and 9. 

Eugene Battles of Los Angeles, 
prominent worker in insurance spheres 
and president of the Los Angeles In- 
surance Exchange, was elected presi- 
dent; Charles E. McSherry of Watson- 
ville and P. S. W. Ramsden of Oakland 
are vice-presidents; R. L. Patterson of 
Taft, H. B. Scudder of Sebastopol, and 
Gilman A. Gist of San Diego were 
elected regional vice-presidents. 

Frank C. Colridge, formerly with the 
University of Southern California, was 
selected permanent secretary of the or- 
ganization, succeeding P. S. W. Rams- 
den, who retires to devote his attention 
to his personal business. 

Edgar Williams and L. C. Gerlach 
were introduced to the convention as 
the new field inspectors for the State 
Insurance Department to meet the pro- 
visions of new legislation which grants 
the Insurance Commissioner further 
finances and powers in the regulation 
work. Williams will supervise north- 
ern California and Gerlach will have 
charge of southern California. 

The convention adopted a program 
for greater cooperation with other civic 
and similar organizations of the State, 
pledging the insurance men of the 
State to cooperate with the State Cham- 
ber of Commerce in an educational 
campaign to improve street and high- 
way safety—this last action following 
a talk on the subject by Frederick J. 
Koster, vice-president of the State 
Chamber and by Major Louis La Place 
of the State Motor Vehicle Depart- 
ment. 

The convention was in the nature of 
a homecoming for the association, 
which was organized in Oakland in 
1906 by the late I. H. Clay and Fred 
Le Ballister. The first State conven- 
tion, in fact, was held in Oakland in 
1908. 

Appropriately enough, the 1929 con- 
vention voted to establish permanent 
headquarters for the association in 
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Travelers Announce 
Promotions 





A. S. Joy and V. D. Taylor 
Appointed Special 
Agents 


Anderson S. Joy, special agent of the 
Travelers Fire Insurance Company, 
who has been located in the Seattle 
branch office territory of the Travelers, 
has been promoted to assistant man- 
ager of the Los Angeles office. Mr. Joy 
has been connected with the company 
since Nov. 15, 1926, at which time he 
became a special agent with headquar- 
ters in Seattle. On April 1, 1927, he 
was transferred to Spokane as a special 
agent, and on March 1, last year, he 
returned to Seattle, where he has re- 
mained until his promotion to Los An- 
geles now as assistant manager. 

Von D. Taylor has been appointed a 
special agent of the Travelers Fire In- 
surance Company in the State of 
Indiana, with headquarters in the In- 
dianapolis branch office of the Trav- 
elers. For a year and a half before 
his appointment as special agent he 
served the Travelers in the Indianap- 
clis branch office territory as an in- 
spector. Before that he was connected 
with the Indiana Inspection Bureau. 





Southwestern Fire Enters 
California 


Los ANGELES, CAL.—Another fire in- 
surance company has invaded the Cali- 


fornia territory. According to an 
announcement from the California 
State insurance department, license 


has been issued to the Southwestern 
Fire Insurance Company of Phoenix, 
Ariz., to write fire and allied lines. 








Oakland, the address yet to be an- 
nounced. 

Among the national officials present 
were: H. J. Thielen of Sacramento, re- 
gional vice-president of the national 
association, and Percy H. Goodwin of 
San Diego, chairman of the executive 
committee of the National Association. 

Speakers at the convention included: 
Retiring-President N. B. Swett; Retir- 
ing-Secretary P. S. W. Ramsden; Fred- 
erick J. Koster, vice-president of the 
State Chamber; E. Forrest Mitchell, 
State insurance commissioner; G. B. 
Hegardt, manager, Port of Oakland; 
Percy H. Goodwin, vice-president 
California Association of Insurance 
Agents; Jay W. Stevens, toastmaster 
at annual banquet held Friday night 
in the hotel ballroom; L. M. Caldwell, 
Gilman A. Gist and C. W. Carpenter. 









Last Year’s Business in 
Kentucky Good 





Twenty-Three Additions to 
Fire Branch—Two Life 
Companies Retire 





Statute Dispute Up 





Commissioner Pulliam Makes 
Annual Report to State 
Auditor 





FRANKForRT, Ky., November 18.—In 
his annual report to Clell Coleman, State 
Auditor and head of the insurance de- 
partment in Kentucky, Arch H. Pulliam, 
Acting Insurance Commissioner, states 
that during the early part of this year 
the federal court decided that as Sec- 
tion 762a-15, Kentucky Statutes, which 
provides that the Insurance Commis- 
sioner shall have the right, after due 
hearing, to suspend or revoke an agent’s 
license for reasons set forth therein, 
was passed in a fire act the Insurance 
Commissioner has no authority what- 
ever to suspend the license of a life 
insurance agent, regardless of practice 
indulged in. This decision makes this 
department powerless to supervise the 
activities of life agents. 

“I would suggest,” says Pulliam, 
“that a more effective agency qualifica- 
tion bill, applicable to insurance agents 
writing all lines of business, be pre- 
sented to the next general assembly.” 

“During the period for which I make 
this report,” said Pulliam, “there were 
twenty-six stock fire insurance compa- 
nies admitted to transact business in 
Kentucky, three companies previously 
licensed withdrew, making a net gain 
in this class of twenty-three additional 
companies. The life insurance compa- 
nies transacting business in Kentucky 
decreased by two during this period. 
Twenty stock casualty companies were 
admitted and five withdrew, making a 
net gain of fifteen additional casualty 
companies. One mutual fire and two 
mutual casualty companies were li- 
censed and none withdrew. Two frater- 
nals licensed, three withdrew and one 
reciprocal casualty company withdrew. 
From a review of this report you will 
notice that the insurance business in 
Kentucky has again shown an increase 
over the preceding years.” 

The report shows the total income 
of the insurance department for the 
last fiscal year to have been $110,259, 
with expenditures totaling $56,843, 
leaving a balance of $53,416. 
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Texas Convention Is Well 


Attended 


(Concluded from page 30) 


while benefits to be derived from such 
a bureau, and the matter was disposed 
of by a resolution that the association 
as such should neither approve nor dis- 
approve the bureau, but leave each 
agent free to do as he and his com- 
panies may please in regard to it. 


Fire Agent Questionnaire 


Secretary D. G. Foreman of Fort 
Worth explained that every local fire 
insurance agent in Texas, whether a 
member of the Association or not, had 
beer sent a questionnaire as to whether 
he indorsed or disapproved a _ recent 
ruling of the State board limiting 
agency commissions to 20 per cent of 
the premiums. Of those sent out, ap- 
proximately 1200 answers were re- 
turned, about 900 favoring and 300 dis- 
approving the board’s ruling. 


Liability of Mortgages 


The directors of the Association were 
instructed to consider the advisability 
of assisting in an effort to secure a 
court decision on the question of the 
liability of a mortgagee for payment 
of premiums in cases where policies 
are issued at the instance of both the 
mortgagor and the mortgagee, with 
loss payable to the mortgagee as the 
mortgagee’s interest may appear, and 
where the mortgagor refuses or fails to 
pay the premium. It was stated that 
there is no decision of a higher court 
in Texas on this question and that in- 
stances of the kind frequently arise 
and especially where loan and trust 
companies hold mortgages. 


Night Workers’ Premium Rates 


At one time Texas insurance policies 
carried a clause that provided for auto- 
matic cancellation of policies where 
the premium was not paid in sixty 
days, but this clause was eliminated 
several years ago. The matter of rein- 
stating such a clause was referred to 
the legislative committee, the associa- 
tion favoring the clause as helpful in 
the prompt collection of premiums. 

The Association also favored the re- 
moval of the clause providing for an 
extra premium for night work in such 
establishments as_ printing offices, 
laundries and bakeries. This extra 
rate was fixed in the days when oil 
lamps created an extra hazard and, 
while it was later removed from cer- 
tain businesses, it still applies to a 
number of industries where night 
shifts are worked, though the local 
agents do not regard such work as 
extra-hazardous. 
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Enormous Line Goes 
To Greenfield 





P. R. T. Fire Insurance 
Schedule Amounts to 
$41,500,000 


Majority Already Placed 





All of P. R. T.’s Insurance Is 
Handled by A. M. Green- 
field & Co. 





PHILADELPHIA, Nov. 15.—The Phila- 
delphia Rapid Transit Company fire in- 
surance schedule, amounting to $41,- 
500,000, which expired today, has been 
acquired by the insurance department 
of Albert M. Greenfield & Company, 
who have been named general brokers 
for the Philadelphia traction company. 

This is one of the largest insurance 
lines to be given to any one office. 

The business had been handled by 
three agencies—Samuel Story & Son, 
Yungman & Company, and Hutchinson, 
Rivinus & Company. It is understood 
that Hutchinson, Rivinus retain the 
same status as it had in the previous 
line. 

The business has already been placed 
along the street, and it is said that 
every broker and agency who had part 
of the business were given renewals, 
although in some cases the renewals 
were for larger amounts and in others 
for smaller amounts. More than $40,- 
000,000 of the line has already been 
given out. 

The insurance department of Albert 
M. Greenfield & Company has, for some 
two or three years, had all of the insur- 
ance on the P. R. T. properties except 
the fire insurance schedule and, it is 
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Business Depression Hits 
Alabama Agents 





Collection of Premium When 
Policy Is Written Is 
Advised 


Owing to a depression in business 
Alabama fire and casualty agents have 
lest heavily on failure to collect 
premiums on policies written. In order 
to correct this trouble as much as pos- 
sible the Montgomery Real Estate & 
Insurance Exchange is advising agents 
to collect premiums as far as possible 
when policies are written. 

In a newspaper display the Exchange 
advises the public that no policy will 
be carried over 45 days and if this 
rule is not complied with all policies 
running beyond that date will be can- 
celed. 








said, would have had that sooner but 
for the fact that the business was writ- 
ten on a five-year period and did not 
expire until today. 

Albert M. Greenfield & Co. have the 
fire, transportation and theft insurance 
on the buses and taxicabs of the P. R. 
T., a business which, it is said, amounts 
to “quite a few millions.” 

The P. R. T. has its own workmen’s 
compensation department and has its 
own loss department, under a Mr. Cas- 
key, where all claims are handled. 

Among the other large insurance 
accounts secured this year by the in- 
surance department of Albert M. Green- 
field & Co. were Lit Brothers, a Phila- 
delphia department store; Bonwit, Tel- 
ler, all its stores throughout the coun- 
try, and J. B. Van Sciver Corp., which 
recently merged with Warner Com- 
pany. 











THE YORKSHIRE GROUP 


The Yorkshire Insurance Co., Ltd. 
London & Provincial 
Marine & General Insurance Co.,Ltd. 
Seaboard Fire & Marine Insurance Co. 
and 
The Yorkshire Indemnity Co. of N.Y. 





HOW TO WRITE RIGHT? 


‘‘—-Why is the Field Man of the Yorkshire Group 
welcomed by his agents?—I’ll tell you—because he 
has learned that agents demand and deserve more 
than small talk—judging from the letters which 
come to me from the field, an aggressive agent is 
always glad to see a H. O. representative who can 
offer intelligent help with his problems.” 


WW WrighTon 


Field Correspondent 


HOME OFFICE: 
12 Gold Street 
New York, N. Y. 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 
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NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 
LOS ANGELES INDIANAPOLIS 


Marsh & McLennan 
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164 W. Jackson Blvd., Chicago 





London Seattle Montreal 
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Pittsburgh Cleveland Buffalo 
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FIRE RE-INSURANCE 


Beer ie mt 


Treaty and Facultative 


Re-Insurance Corporation 


of America 
60 John Street, New York, N. Y. 


HORACE R. WEMPLI, President 


TOTAL ASSETS $2,154,292.71 
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DIVISION OFFICES 


Pacific Coast Department 


Western Department 
172 W. Jackson Boulevard 
Chicago, Illinois 


114 Sansome Street 
San Francisco, California 


























FIDELITY BONDS 





























Guarantee of Trustworthiness 


PRESENT Fidelity Bonds as guarantees of 
trustworthiness. 


THE RIGHT employee is always proud to be 
bonded and every employer is glad to be 
financially protected from the peculations of 
a dishonest employee. 

COMMONWEALTH’S Fidelity Bonds offer 


agents a splendid opportunity to ‘‘cash in” in 
a field that has scarcely been scratched. 


Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 


W. FREELAND KENDRICK £. W. COOK 
President Vice-Pres. & Gen'l Mg 
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Questions and Answers on Jersey’s 
Financial Responsibility Act 


prehensive digests of the motor 

vehicle financial responsibility law 
for the insurance agent is the follow- 
ing set of questions and answers re- 
cently sent out to the field forces of a 
prominent New Jersey insurance com- 
pany. Although this list is not com- 
plete as dispatched by the company, 
the remaining questions will be printed 
in the next’ issue of THE SPECTATOR. 


* * * 


Prorenensi one of the most com- 


Q. If a person becomes subject to the 
Financial Responsibility Law is he re- 
quired to show financial responsibility 
for each year thereafter? - 

A. Yes, for at least three years. 

Q. How is financial responsibility to 
be shown to the Department of Motor 
Vehicles? 

A. By securing a motor vehicle 
liability policy and filing a certificate 
of the same with the Commissioner of 
Motor Vehicles or by filing a bond with 
the Commissioner of Motor Vehicles. 

Q. Does the law contemplate two dif- 
ferent types of policies, one for drivers 
and one for car owners? 

A. Yes. 

Q. If a chauffeur becomes subject to 
the Financial Responsibility Law, and 
his employer provides evidence of fin- 
ancial responsibility, is the chauffeur 
also required to furnish evidence of 
financial responsibility? 

A. No. 

Q. If the employer does not furnish 
proof of financial responsibility, may 
the employee furnish such proof? 

A. Yes. 

Q. If the employer furnishes proof of 
financial responsibility, and the em- 
ployee subsequently leaves his service, 
is it necessary for the employer to con- 
tinue the insurance policy which he has 


taken as a result of the employee be- 


coming subject to the Financial Re- 
sponsibility Law in force? 

A. Yes, until cancelled in accordance 
with the law. 

Q. If a chauffeur who has become 
subject to the Financial Responsibility 
Law has his license restored as the re- 
sult of the employer furnishing finan- 
cial responsibility, and subsequently 
leaves the service of his employer, will 
this chauffeur be required to furnish 
proof of financial responsibility ? 

A. No. 

Q. If the chauffeur in the above men- 
tioned case subsequently purchases a 
car, will he be required to furnish 
proof of financial responsibility ? 

A. No. 
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Q. If an operator is driving the car 
of a friend, and such operator becomes 
subject to the Financial Responsibility 
Law, may the operator’s license be re- 
stored if the owner of the motor vehicle 
presents proof of financial responsi- 
bilityé 

A. No. 

Q. If an operator is employed as a 
salesman and is operating the car of 
his employer and becomes subject to 
the provisions of the Financial Respon- 
sibility Law, may he be relieved of 
filing proof of financial responsibility 
the same as a chauffeur, if the employer 
supplies proof of financial responsi- 
bility ? 

A. Yes. 

Q. If an employer owns a fleet of 
trucks and one chauffeur comes within 
the provisions of the Financial Respon- 
sibility Law, is the employer required 
to furnish proof of financial responsi- 
bility for all his trucks, or only for 
the one driven by this employee? 

A. All. 

Q. Does the Financial Responsibility 
Law affect the law requiring taxicabs 
to be covered by a bond or policy filed 
with the Commissioner of Motor Ve- 
hicles. 

A. No, if, however, a taxicab owner 
becomes subject to the Financial Re- 
sponsibility Law, he must comply there- 
with. 

Q. Where is the certificate of in- 
surance to be filed? 

A. With the Commissioner of Motor 
Vehicles, State House, Trenton, N. J. 

Q. May a registrant present a cer- 
tificate of an insurance policy from any 
company? 

A. Only companies duly authorized 
to do business in the State of New Jer- 
sey by the Commissioner of Banking 
and Insurance. 

Q. Will any issuing office accept a 
bond? 

A. No. Bonds must be approved at 
the central office at Trenton. 

Q. If a company terminates a policy, 
must the Department be notified? 

A. Yes, by written notice ten days 
prior to the effective expiration date. 

Q. Where must cancellation notice be 
filed? 

A. At the central office at Trenton. 


Q. If a policy is terminated, may the | 


assured continue to drive until he has 
secured new insurance? 

A. No, unless new insurance is pro- 
vided within ten days from the date 
the company notified the Department, 
the registration of license will be sus- 
pended. 

Q. Do the provisions of the Financial 
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Responsibility Law interfere with or 
override the other provisions of the 
Vehicle and Traffic Law relating to the 
suspension and revocation of licenses 
and certificates of registration? 

A. No. 

Q. When shall a suspension be made 
with reference to registrants who come 
within the provisions of the Financial 
Responsibility Law? 

A. Upon receipt of certificate of con- 
viction or forfeiture of bail in a crim- 
inal case, and in a civil case upon re- 
ceipt of certified copy of a judgment 
or transcript thereof. 

Q. If an operator or chauffeur is 
convicted, and such operator or chauf- 
feur is not the owner of the car in- 
volved, is any action to be taken against 
the owner of the car? 

A. No. 

Q. If a person is convicted of driving 
without a license, what action can be 
taken against such person, since he does 
not possess a license? 

A. His name will be placed upon our 
Prohibitory List, and if he subsequently 
desires to become licensed, it will be 
necessary for him to show financial re- 
sponsibility. 

Q. If a person is convicted of driving 
without a license, may any action be 
taken against the person who owns 
the car? 

A. Yes, if he drives the car with the 
owner’s knowledge and consent. 

Q. Will this Department accept cer- 
tificates of financial responsibility from 
registrants prior to their becoming sub- 
ject to the Financial Responsibility 
Law? 

A. Yes, but it is optional as to 
whether the owner or driver desires to 
file such a certificate with the Depart- 
ment. 

Q. Shall fleet owners who become 
subject to the Financial Responsibility 
Law, be permitted to file a blanket cer- 
tificate covering all cars registered, so 
that it will be unnecessary to have a 
certificate for each car? 

A. Yes. 

Q. Is any provision made in the law 
with respect to violations which occur 
while an operator is driving a “Drive 
yourself car’? 

A. Yes, the law covers all drivers. 

Q. What should be done so that 
“Drive yourself cars” will not be 
rented to operators who have lost their 
license because of the Financial Re- 
sponsibility Law? 

A. Applicant should be required to 
present a driver’s license before rent- 
ing a “Drive yourself car.” 

Q. The law provides for furnishing 
proof of financial responsibility upon 
court conviction for various offenses. 
Shall suspension be terminated if such 
court conviction is reversed? 

A. Yes. 





Fire Insurance 




















GENERAL 
REINSURANCE 
|; CORPORATION 





CASUALTY 


FIDELITY and SURETY 


REINSURANCE 





60 PARK PLACE 
Assets - - - - - $2,040,923.83 


Capital - - - - - $500,000.00 
Surplus to Policy 
holders ~ > - = $1,872,550.62 
GENERAL AGENTS 
Pacific Coast Canada 
CARL N. CORWIN CO. P. J. PERRIN 
San Francisco, Cal. 465 St. Joh St. 
eee Montreal 
Virginia, No. and So. ————__—_ 
Carolina Texas 
HAWKS & SCHENCK, INC. T. A. MANNING & SONS 
Greensboro, N. C. Dallas 
Colorado Louisiana 
MOUNTAIN STATES AGENCY CO. HARRY S. KAUFMAN 
Denver New Orleans 





This Company Now Licensed in 24 States and Canada 





For Agency Connections Address Above, or 
Arthur H. F. Schumm 


Vice-Pres. and General Manager 




















HOME OFFICE: 
80 JOHN STREET, NEW YORK 


Chicago: San Francisco: 
11 So. LaSalle St. 1927 Russ Building 
































CASUALTY SURETY 


he 
GUARDIANYCASUALTY 
COMPANY 
of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assured’s 
participation in profits. Writing all types 
of the following classes of Insurance and 


Bonds. 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 


WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 


Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 

VERMONT OHIO 

RHODE ISLAND CONNECTICUT 
PENNSYLVANIA MISSISSIPPI 
MASSACHUSETTS LOUISIANA 

DELAWARE ILLINOIS 

MARYLAND VIRGINIA 

NEW JERSEY INDIANA 


s 
Dy 
Me 
b 
; 














THE SPECTATOR 
November 21, 192% 



























Ree hey ok eh oan es dice Na Aaa 








Mtarmeseem tern rayte Re BEE eS YD 


erly Sc 





ee 


Hu 
CASUALTY-SURETY- 






MISCELLANEOUS INSURANCE 


wy 





Missouri LaborLeaders 
Want State Fund Vote 


Assure Funds for Referen- 
dum Which May Be Held 
Next November 





500 Bodies Back Movement 





Would Pattern Insurance Organi- 
zation After Ohio Plan Accord- 
ing to Present Outline 


Organized labor in Missouri will en- 
deavor to obtain a state referendum on 
the question of state fund workmen’s 
compensation insurance similar to the 
Ohio plan at the state-wide elections to 
be held in November, 1930. 

This was decided at a conference of 
the Executive Committee of the Mis- 
souri Federation of Labor with the rep- 
resentatives of some twenty-five central 
labor bodies of St. Louis, Kansas City, 
Springfield, St. Joseph, Joplin, etc., 
held at the state labor headquarters, 
Planter’s Building, St. Louis, on No- 
vember 11. 

Reuben T. Wood, president of the 
Missouri Federation of Labor, in an- 
nouncing the decision to seek a vote on 
the question of state insurance stated 
that the finances needed for the cam- 
paign are assured. It will cost from 
$3,000 to $4,000 to print and circulate 
the initiative petitions and to meet 
other expenses of the campaign. Some 
500 labor organizations in the state are 
said to have promised their moral and 
financial support for the movement. 

The labor delegates at the St. Louis 
conference are said to have unanimously 
indorsed the Ohio state insurance plan 
for Missouri. The circulation of the in- 
itiative petitions will commence at once. 
Under the law, the necessary signa- 
tures must be submitted to the Secre- 
tary of State at Jefferson City by July, 
1930. 

At the morning session the labor men 
reviewed the compensation situation in 
Missouri. President Wood stated that 
Missouri has an ideal workmen’s com- 
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Texas Insurance Agents 
Meet 


Nearly 200 agents of the Texas 
Association of Insurance Agents, 
an organization composed of 
agents of fire and casualty com- 
panies, met at the Association’s 
mid-year meeting in Waco, Tex., 
recently. A detailed report by a 
staff correspondent of THE SPEC- 
TATOR can be found in the Fire 
and Marine section of this edi- 
tion. The report is of especial 
interest to casualty men inas- 
much as the revision of the entire 
Texas insurance manual, as it 
affects fire and casualty insur- 
ance, was one of the principal 
topics of discussion. 











pensation insurance law except that it 
lacks the provision for state fund in- 
surance. He charged again that under 
the law as at present written, private 
insurance companies and self-insurers 
are able to delay proper adjustments of 
compensation claims and force indus- 
trial accident victims to compromise 
rather than wait many months for a 
final court decision. 

Wood told the conference that ten 
states have tried out state insurance 
and that, in his opinion, the Ohio Law 
had proved the most feasible and 
should, therefore, be followed in Mis- 
souri. 

He reviewed the seventeen-year fight 
tc obtain a workmen’s compensation law 
for Missouri and expressed the belief 
that no labor organization in the state 
is inclined to return to the old common 
law damage suit system of adjusting in- 
dustrial accident claims. 

The labor conference also adopted a 
resolution reaffirming the opposition of 
the Missouri Federation of Labor to a 
State Constabulary as has been pro- 
posed by Attorney General Shartel. The 
labor body favors a state highway pa- 
trol for the regulation of traffic on the 
state highway system. 


Quebec Compénsation 
Act Is Compromise 
Total of $2,128,952 Paid on 
15,468 Claims Commission 
Official Declares 





Urges Adherence to Law 





Commissioner Says New Opera- 
tion of Law Eliminates Delays 
and Costs of Court 


Since the passing of the Workmen’s 
Compensation Act in the Province of 
Quebec in September, 1928, more than 
22,995 claims out of a total of 26,707 
claims received have been disposed of 
to date, according to a statement made 
by the president of the Workmen’s 
Compensation Commission at a meet- 
ing in Montreal, November 13. 

The president stated that the under- 
lying principle of their Compensation 
Act is one of compromise and good will, 
and failure to keep this principle in 
mind and strictly adhere to in the 
operation of the law will only bring 
friction. 

Out of 15,468 accidents which took 
place in all the province, 5570 hap- 
pened in the city of Montreal. In the 
city of Montreal and the county of 
Quebec 5893 cases have been reported, 
representing 43.07 per cent. This 
leaves a balance of 56.93 per cent for 
all accidents reported in all the other 
districts of the province. 

An amount of $671,338.25 was paid 
for total temporary incapacity in 13,- 
838 claims, paid up by the insurance 
companies, self-insurers and employers 
who were not insured. Indemnity for 
permanent incapacity, either partial or 
total, was paid in 11,521 claims, as a 
result of settlements made between 
parties and approved by the Commis- 
sion, or of decisions rendered in favor 
of claimants, the amount paid totaling 
$808,501.39. In 190 cases resulting in 
death the Commission awarded rentals 
to the amount of $649,213. 

(Concluded on page 47) 
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Dept. of Commerce 
Auto Death Data 





Increase Is Shown in Report 
from 78 Large Cities 
of the Nation 


840 Fatalities in 4 Weeks 








Total Is More Than One-Third 
Greater Than Correspond- 
ing Period Last Year 





The Department of Commerce an- 
nounces that during the four weeks end- 
ing November 2, 1929, 78 large cities in 
the United States reported 840 deaths 
from automobile accidents. This is the 
largest number of automobile fatali- 
ties reported for a similar period since 
the Department began collecting these 
data. The largest number previously 
reported was for the four-week period 
ending December 29, 1928, when the 
total was 771. The present total of 840 
is more than one-third greater than the 
number of fatalities reported for the 
corresponding period last year. Of 
these deaths 670 resulted from acci- 
dents which occurred within the cor- 
porate limits of the city and 170 were 
due to accidents which occurred outside 
of the city limits. 

For comparison, the number of deaths 
due to automobile accidents within city 
limits is desirable. Such figures are 
available for the four-week period end- 
ing November 2, 1929, and for the cor- 
responding four-week period of 1928 
for all of the 78 cities, the four-week 
figure in 1929 being 670, as contrasted 
with 514 for the corresponding four 
weeks in 1928. 

Considering by four-week periods 
since May, 1925, total deaths from auto- 
mobile accidents for 78 cities, regard- 
less of place of accident, the lowest 
total (346) appears for the four-week 
period ending March 27, 1926, and the 
highest (840) for the four-week period 
ending November 2, 1929. The num- 
bers in the 59 periods of four weeks 
were as follows: 


Four weeks ending: 


November 2.9929). c:5 csssae see os 840 
Deer GHSUEO o6issiwcieciueaecnes 752 
SENPEIIDER: 1500 0e9 ws.ci0is0:0.0.5% s10'00's 710 
OIE CUAD, EPO i000 0.6 soe ewes nee 660 
eae 635 
BUM SED AOE vise <6 5 0:00 60% weet 602 
May ABS AOD 6. occcccwsceedsetesee 582 
BOON NOES: o0.ccnwucisicinine seen 528 
BEANE Co NOD nce sincis ewe asa eiew 525 
Pabewnry BE, TOS 2... oc ccecccceses 466 
January 26, 1929 .....csccsccvecses 612 
December 29; AGZS. o:< 0:00.00 00 ssn 771 
ee a ae | >, a rrr 738 
November 8, 1925. ..06csscccescun 624 
ROCEDHEP AOS c.:cidesen ee nens ose 624 
September 8, 1928 .......scccsecs 622 
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Poche) lag Bi Ea (2, a a ee 585 
LAY GN PSUS, ce tn choie'e'n'eieo-sieieise.esehere 523 
RTI TUG PEC OG 650: ovcievacisve-a nveieye esareeo 506 
TREND MMT oo) 6 siis0.6,'%:60\e se saveressie ord 537 
PLUS Ep OED chs staiein'as'ewierdereeie oie 530 
PARUOUN TCA EGOS 6/0 oin:sau.ela'vwareteveeie 421 
PEDEUBLV ICO DOES 6c 0ii00-4.0:0:6 v10e-eiee 504 
DOMINTY na OG. ossieve wiarsaielerevesield 531 
DOPBINVET B15 TOGN w.c.cwe'e sins ce eieeid 624 
DeCOMbCT 5, 1827 oc cicsisicccseacses 619 
November 6, 1027 .o.scccesceves 684 
OE Oo ec |) nr ne a 662 
September 10, 1927 ......cccccccses 526 
PIO UBL IR GAN bicieieccicsevale dco seissiaie 510 
EE -tlvibeancivwan awed sea 573 
OT rr rr 507 
AT Ge PAWN 6 46\l0:6-0 a0 siaiee elaisieare ers 530 
EE U SS OUOET, si65 isi 03500 leare'ese-0l iia 495 
RGN GO PAE Ys 6:0: 6:0:5°0'6.4/erasee ease 441 
MEDNRALY ACG OGN 5:0.0:<:0:6.0 wise eveisererd 441 
PONUALY 020; NO ST o.0.0.ci0's,er0.0 ieieeieo4 471 
PRUE 1 UO s\s\0\6:9:0)0.0%<-are.sidatwro 522 
ge ere 632 
INGVOMDEE G)-4926 616 5.0010'0,0'0s00e 00d 676 
OGERIET IO ARG: 6:6: 6leisiaieceiares'leiercvore 650 
peppemmper 11, 1926, 0.0<6000000%% 558 
pet) ee Ae | 1 Sh rat 499 
REAY TARE 6 ois oa 0:9 ears aveie\seioccieee 482 
RAO LOG. ors in o5'sre, aces -o:oielerorereicinrd 547 
1S i 2, ee eR 493 
PAPUA RIOEO. 60's: 6:6.0.5:010%e-naleowaveee 423 
Ve oy Oe i Pr ae 346 
WODENBTY 26a TOO 65:5 cics05e sie wwweieoe 374 
SAMUATY GO, AGES 66 v:0'0:0.0 0:8 5.6 010048 428 
BONAREY er, TAOAG: 6.0isn a0 wicresvceic oe see 550 
SPECEIMNCE 2D ULGAD: 6.6:a.e'6.64 a0 ee euare 623 
INGVOMDEF 1, H19ED .s:sicccccveeeee 612 
ORTGROT AO AGED arcs siviecece:e cree eieinel 527 
september 12/9926 oo... ssccscs sees 521 
PROUING CUO LOD: 65:5 :5:06,0:0:4:0'6. oreiecsveies 467 
SR A MOE 05 coo /a.0 ave verevoworsereiasharers 493 
DUNORLU PAOLO) veld sc ora eroraceierere eroreraiere 492 
DURE ROD: oscis)e'sicreseresaievsionwes eer 421 


For the 52 week periods ending No- 
vember 2, 1929, and November 3, 1928, 
the totals for the 78 cities were, respec- 
tively, 8424 and 7250, which indicate a 
recent rate of 25.6 per 100,000 popula- 
tion, as against an earlier rate of 22.1, 
or an increase of 16 per cent in the rate 
in a single year. 

One city reported no deaths from au- 
tomobile accidents for the last four 
weeks, while five cities reported no 
deaths from automobile accidents for 
the corresponding period of 1928. 

For the last four-week period reports 
as to whether deaths occurred from au- 
tomobile accidents within city limits or 
outside were received from all of the 78 
cities reporting. 
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Stock Business Climbs 
as Crime Changes 





Too Much Trouble for Thief 
Is Reason for Decline in 
the Robbery Business 





Hold-up Coverage Profitable 





Even Chicago Carriers Would 
Profit on Stick-up Lines if Rob- 
bery Policy Was Eliminated 





‘The changing times, with the result- 
ing change in conditions, have worked 
a considerable change in the problems 
of burglary underwriters. 

Whereas a few years ago the open 
stock business was decidedly unprofita- 
ble, and underwriters, before accepting 
risks, insisted that the iron bars in the 
windows be just so, so that burglars 
would not be able to effect an entrance, 
the reverse is true today. 

Companies declared that the open 
stock business is profitable today. That 
the crook discovered that where he 
broke in and stole, say $20,000 worth of 
merchandise, he had to hunt around to 
find a fence, and then, when he did find 
someone who would take his loot, re- 
ceived only a few hundred dollars while 
taking the chance of becoming captured 
and sent to prison for a long term. 

“Today,” one underwriter put it, 
“the crook has taken the easiest way 
out. Instead of breaking in and tak- 
ing merchandise, he now walks into a 
store, holds up the owner or the clerk, 
takes $500 or so and walks out, his end 
of the transaction completed.” 

Underwriters report that interior 
holdup is their worry today. All the 
other burglary lines are proving prof- 
itable. Even Chicago, where the hold- 
up situation is worst, would prove prof- 
itable, they declare, if the companies 
could only throw out the robbery busi- 
ness. 

However, while the robbery end of 
the burglary lines is proving unprof- 
itable at this time, only a few of the 
cities are in the poor class. Chicago 
heads the list, followed by Los Angeles 
and Kansas City. New York, under- 
writers say, is “fair,” and the same ap- 
pellation is applied to Philadelphia and 
Boston. 

While the companies are reporting 
favorable loss ratios for the burglary 
business so far this year, most of them, 
and they are of the older companies, 
declare that the volume is falling off. 
Most of the companies say that they 
expect 1929 to show a decrease in the 
burglary premium income. 
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David Van Schaack of Aetna 
Life Dies 





Noted Authority on Accident Pre- 
vention—Established Company’s 
Publicity Bureau in 1907 


David Van Schaack of Hartford, 
widely known because of his accident 
prevention work, died suddenly in 
Hartford last week. For a number of 
years he had been director of the bu- 
reau of inspection and accident preven- 
tion of the Aetna Life Insurance Com- 
pany, and its affiliated companies, of 
Hartford. 

Mr. Van Schaack was born at Hudson, 
N. Y., March 24, 1869. He was edu- 
cated at Kinderhook Academy, Phillips 
Exeter Academy and Trinity College, 
Hartford. He was engaged for some 
time in newspaper work and in 1907 en- 
tered the employment of the Aetna Life 
Insurance Company and organized its 
publicity department. While he di- 
rected for many years the Aetna pub- 
licity and was the guiding figure in sev- 
eral extensive publicity advertising 
campaigns conducted by the company, 
he became also interested in accident 
prevention work. He soon became 
known as an authority on this subject 
and his books and pamphlets on the sub- 
ject, which included ‘Woodworking 
Safeguards,” “Safeguards for the Pre- 
vention of Industrial Accidents,” and 
“Cotton Mill Safeguards,” had a wide 
distribution and were highly regarded. 
He was very active in the organization 
of the National Safety Council and was 
its president for two terms. He was a 
member of its executive committee at 
the time of his death and had served as 
its vice-president in charge of public 
safety and vice-president in charge of 
public relations. 


Prominent in Organizations 


In 1919 he became an officer of the 
Aetna Life and also the Aetna Casualty 
& Surety Company. He served on a 
number of important committees and 
was prominent in insurance organiza- 
tions, among them the National Bu- 
reau of Casualty and Surety Under- 
writers, of whose automobile accident 
prevention fund he was a trustee at the 
time of his death, as well as being a 
member of the engineering committee. 
He was chairman of the safety code 
correlating committee of the American 
Standards Association and a member of 
the standards council. He was also a 
member of the advisory committee of 
the Insurance Federation of America, 
the casualty council of the Underwrit- 
ers’ Laboratories, the engineering com- 
mittee of the Massachusetts automobile 
rating and accident prevention com- 
mittee, the elevator code committee of 
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the American Society of Mechanical 
Engineers. He was a trustee of the 
American Museum of Safety and a 
member of the advisory council of the 
Governor’s Safety Committee of Mas- 
sachusetts and at one time was editor 
of “National Safety News.” 

He is survived by his wife, who was 
Grace Chetwoode Bulkeley, daughter of 
the late William H. Bulkeley, former 
Lieutenant-Governor of Connecticut, 
and niece of the late Senator Morgan G. 
Bulkeley, for so many years president 
of the Aetna Life Insurance Company, 
and two sons, John J. and Bulkeley Van 
Schaack. 


Funeral Held Friday 


He was a member of the Hartford 
Club, the University Club of Hartford, 
the Hartford Golf Club, the Columbia 
Country Club of Hudson, N. Y., and the 
Alpha Delta Phi Club of New York 
City. 

The funeral was held Friday after- 
noon at 2.30 o’clock at St. John’s Episco- 
pal Church, West Hartford. Among 
the bearers were Edward P. Elzy, 
superintendent of the bureau of inspec- 
tion and accident prevention of the 
Aetna Life Insurance Company; Stan- 
ley F. Withe, assistant director of pub- 
licity; Walter S. Paine, superintendent 
of the special risk division (liability de- 
partment); Dr. E.R. Lampson, George 
Hamlin, Jacob H. Green, William H. St. 
John and Robert L. Schultz. 


Central Surety Enters 
West Coast 


Los ANGELES, CAL., Nov. 19.—Open- 
ing of a branch office in Los Angeles 
last week, the Central Surety & Insur- 
ance Corp. of Kansas City is making 
a definite bid for surety and miscellane- 
ous business in this territory. The firm 
has been represented here for some time 
by the Mulligan-Harrison Co. 

A. T. Doncarlos, formerly of the 
home office, has been placed in charge 
cf the new branch. 
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Insurance Federation of 
Pennsylvania Meets 





Votes to Sponsor Health Conser- 
vation Contest Sponsored by 
U.S. Commerce Chamber 


PHILADELPHIA, November 18.—The 
board of directors of the Insurance 
Federation of Pennsylvania, at its quar- 
terly meeting held last week, voted to 
sponsor the Health Conservation Con- 
test, proposed by the United States 
Chamber of Commerce, in Pennsylvania 
along the same lines that the Federa- 
tion has for years been working in the 
cause of fire prevention. 

J. Dallas Smith, manager of the 
bonding department of the Philadelphia 
branch of the Fidelity and Casualty, 
was elected a director to fill the unex- 
pired term of the late Sydney H. Pool. 

Milton H. Diffenbaugh, Travelers 
agent at Lancaster, was elected to the 
post of national councillor to the 
United States Chamber of Commerce to 
succeed the late Mr. Pool, and W. S. 
Diggs, president of Hoover and Diggs 
of Pittsburgh, was elected substitute na- 
tional councillor. 

A resolution on the death of Mr. 
Pool, which was adopted by the board, 
will be embossed and sent to his widow. 


The officers and directors of the In- 
surance Federation of Pennsylvania at 
their regular meeting assembled in 
Philadelphia united in expressing their 
great sorrow and sense of loss in the 
death of Sydney H. Pool, and record 
their lasting appreciation of his abil- 
ity, integrity, unselfishness and val- 
ued service as a director and officer 
of this Federation, of which he was a 
founder, and which he served as vice- 
president, director and national coun- 
cillor for over a period of fifteen years. 

By his powerful influence and gener- 
ous help he contributed largely to the 
growth and development of The Federa- 
tion. His wide wisdom and earnest 
sense of purpose made him a leader in 
the field of his activities. 

The memory of his useful life and 
generous sphere of endeavor remain as 
an inspiration and abiding influence 
for good in this community, and no- 
where more so than in the association of 
his insurance colleagues; therefore, be 
it 

Resolved, that this expression of 
sympathy and appreciation be placed 
upon our records, and an engrossed 
copy thereof be forwarded to his family 
that they may know how keenly we 
feel his passing. 


John E. Furey, assistant manager, 
casualty lines, for The Travelers at 
Los Angeles, has been transferred to 
Pittsburgh as an assistant manager. 
Mr. Furey became a casualty field as- 
sistant on June 1, 1923, and was as- 
signed to the Reading, Pa., branch of- 
fice. On December 8, 1924, he was 
transferred to Los Angeles in the same 
capacity, and on April 2 last year he 
was made assistant manager, casualty 
lines, in that office. 
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of 
NEW YORK 


HAMBURG-AMERICAN INSURANCE 
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MEINEL & WEMPLE, Inc. 


Manager 


469 Fifth Avenue New York, N. Y. 














The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents can offer the best 
in Life, Accident, and Health Insurance 


Columbian National Policies 
make selling easier 





Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and highest 
standard of reserves. Exceptional opportunity is offered 
to salesmen of character and ability. Communicate at 
once with 

Agency Department 


77 Franklin Street Boston, Mass. 
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8 6. L.U. DEGREE QUESTIONS : 
# The Question and Answer Series of the Chartered Life H 
f, Underwriters Examination published in five installments & 
4) in THE INSURANCE FIELD, aroused such intense in- @ 
J terest throughout the country that in response to the many fF 
f, requests from our subscribers, we have reprinted it in & 
«booklet form. # 
A 32 pages, 6” x 9”, crammed with absorbing fundamentals fl 
f, of the life insurance business, including Life Insurance 
4] Salesmanship, Commercial and Insurance Law, Finance 
f and General Educational features. Cr 
_ i} 
fh This series does not purport to show perfect answers to 5 
"J each question, nor to indicate that the answers presented 
f} were the best that appeared on any paper, but rather to & 
i} give representative answers. Many of the questions and 7 
"] problems involved the use of judgment on the part of the & 
f candidate. Accordingly, no hard and fast solution could [ 
[be expected. Credit was given for the reasonableness of 
fl a candidate’s answer and the intelligence with which he & 
f} applied his knowledge. i 
fu Single copy $1.00, postpaid i 
Fj Discount on quantity orders 5 
4 Send your order to 4 
2 # 
: THE INSURANCE FIELD CO. ; 
4 P. O. Box 617 Louisville, Ky. 5 
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INTERSTATE LIFE & ACCIDENT CO. 
JOS. W. JOHNSON, M. D., President 


Life, Health and Accident Insurance 


FOR AGENCY CONTRACTS WRITE 
JOHN W. BLEVINS, Vice-President 


Home Office 
Chattanooga, Tennessee 


























THREE GREAT HAZARDS 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 
‘Three Great Hazards’’ a new leaflet written by Ernest Grey is just what 
a number of life insurance agents have been looking for because it is a 
piece of sales literature that speaks to prospects in their own language. It 
is caleulated to create a though ful state of mind in the prospect before 
the agent makes his call. 


PRICES 
SO Contes... .. 23 $2.50 S00 Copies: .. ...0::5 $18. 
100 Copies... . «.<..:2. $4.50 1000 Copies........ $30. 
10,000 Copies........ $225. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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Reelect Officers 





Society Holds Sixteenth An- 
nual Meeting, an All Day 
Session in New York City 





Interesting Papers Read 





Social Insurance Problems One of 
Topics Discussed; President 
Moore Makes Address 


Reelection of the entire slate of offi- 
cers of the Casualty Actuarial Society, 
the election of three councilmen for 
three-year terms and the reading and 
subsequent discussion of a number of 
interesting papers were the principal 
features of the organization’s sixteenth 
annual meeting, held Tuesday in the 
Biltmore Hotel, New York. An informal 
luncheon divided the business session 
to which the entire morning and after- 
noon was devoted. 

Although it is impossible to report 
in detail every paper read and the 
technical discussions which took place 
at the meeting, the summarization of 
two addresses is printed in this sec- 
tion of THE SPECTATOR. 

Others will be printed next week. 

President George D. Moore, who is 
comptroller of the Standard Surety 
and Casualty Company, presented a 
paper on “New York Motor Vehicle 
Financial Responsibility Act,” in which 
he stressed the facts that automobile 
deaths throughout the country out- 
number those due to industrial hazards. 
In his paper the society’s president out- 
lined the historical background of fi- 
nancial responsibility and compulsory 
insurance laws as respects automobiles, 
and spoke at length on the New York 
State law. Insurance problems, cover- 
ages and forms, and rates were other 
subjects touched upon in the lengthly 
address, and what was perhaps the 
most interesting part of Mr. Moore’s 
speech was his remarks on the indicated 
effect of the Financial Responsibility 
Act in New York. 

“The Origin and Development of 
Reinsurance,” a paper delivered by 
Edwin W. Kopf, assistant statistician 
of the Metropolitan Life Insurance 
Company, was another interesting 
paper presented. 

Thomas F. Tarbell, casualty actu- 
arial department of the Travelers In- 
surance department, another speaker, 
used for his subject, “Exhibits and 
Schedules of the Casualty Annual 
Statement Blank.” 

The guest speaker, H. W. Heinrich, 
assistant superintendent, engineering 
and inspection division of the Travelers 
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Casualty Actuarial Men 





_ Officers of the Casualty Ac- 
tuarial Society reelected Tues- 
day at the organization’s annual 
meeting follow: 


President, George D. Moore, 


comptroller, Standard Surety and 
Casualty Company, New York. 


Vice-president, Sydney D. Pin- 
ney, associate actuary, Casualty 
Actuarial Department, Travelers 
Insurance Company, Hartford, 
Conn. 


Vice-president, Paul Dorweiler, 
actuary, Accident and Liability 
Department,. Aetna Life Insur- 
ance Company, Hartford, Conn. 

Secretary-treasurer, Richard 


Fondiller, Woodward, Fondiller 
& Ryan, consulting actuaries, 
New York. 

Editor, Robert J. McManus, 


statistician, Casualty Actuarial 
Department, Travelers Insurance 
Company, Hartford, Conn. 

Librarian, William  Breiby, 
Fackler and Breiby, consulting 
actuaries, New York. 


Members of Council elected for 
three years are Edwin W. Kopf, 
assistant statistician, Metropol- 
itan Life Insurance Company; 
Harwood E. Ryan, Woodward, 
Fondiller & Ryan, New York, 
and Thomas F. Tarbell, casualty 
actuarial department, Travelers 
Insurance Company, Hartford. 











Insurance Company, spoke on “Relation 
of Accident Statistics to Industrial 
Accident Prevention.” 

“Trade Union Benefits and Our 
Social Insurance Problems,” a paper 
by Rainard B. Robbins, vice-president- 
actuary of the Union Labor Life In- 
surance Company; and “Double Indem- 
nity In Life Insurance Policies,” a 
topic discussed by Henry H. Jackson, 
actuary of the National Life Insurance 
Company, together with a paper on 
“Analysis of Expenses by the Use of 
Hollerith Cards,” by H. O. Van Tuy], 
actuary of the Constitution Indemnity 
Company completed the program of 
speakers. 

The Society admitted the following 
Fellows: V. Evan Gray, counsel, Cana- 
dian Automobile Underwriters Associ- 
ation, Toronto, Canada; Robert S. Hull, 
comptroller, Standard Accident Insur- 
ance Co., Detroit, Michigan; R. Leigh- 
ton Foster, superintendent of insur- 
ance, Province of Ontario. 

The following were enrolled as As- 
sociates without examination: John H. 

(Concluded on page 46) 





Safety Engineers and 
Claim Men Meet 





Convene at Eleventh Annual 
Conference at Maryland 
Casualty’s Home 


The eleventh annual conference of 
Safety Engineers was held at the home 
office of the Maryland Casualty Com- 
pany. These annual conferences were 
inaugurated by Holger Jensen, man- 
ager, engineering and rating division, 
in 1919 and have been held without 
interruption since that time. 

Addresses were made by President 
F. Highlands Burns and Vice-President 
Edward J. Bond, Jr. Dr. Frank S. 
Lynn, Clinical Professor of Surgery, 
University of Maryland; Dr. N. B. Her- 
man, of the Department of Public 
Hygiene, Johns Hopkins Hospital, and 
Dr. Harold R. Bohlman, examiner of 
aviators, State of Maryland. Dr. 
Lazenby, chief surgeon of the company, 
and Dr. Warren Johnson, zone surgeon 
for the Maryland for New England, 
were on the program of speakers. 

Stephen Amann, of E. E. Sonneborn, 
Inc., New York; J. M. Bugbee, W. D. 
Hales, C. E. Herget, W. E. Stansbury, 
E. E. Kloppel, T. C. King, St. John 
Hartsock, Herbert Hoover, safety engi- 
neer, completed the list of speakers. 

The $100 award offered annually by 
President Burns for the best safety 
bulletin submitted by the safety engi- 
neers went to T. C. King, Charlotte, 
N. C. 


U. S. F. & G. Has Good Month 


BALTIMORE, Nov. 18.—The United 
States Fidelity & Guaranty Company 
had an unusually favorable month in 
October. After paying all losses and 
expenses, the company added approxi- 
mately $725,000 to surplus. 

In that single month the company 
covered dividend requirements for the 
full quarter, with about $225,000 to 
spare. In ten months the United States 
Fidelity & Guaranty Company earned 
the dividend on its stock for the entire 
year, with more than $500,000 for sur- 
plus. 


Great American Casualty Case 
to Be Heard Today 


CuHIcAGo, Nov. 21.—The application 
of the attorney general for a receiver 
for the Great American Casualty Com- 
pany of Chicago is to come before 
Judge Philip Sullivan in Circuit Court 
today. At a preliminary hearing last 
week the court refused to grant the 
petition of the attorney general for the 
issuance of an injunction to restrain 
the officers of the company from fur- 
ther operation of the business. 
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Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Audits Calculations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 








JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 





Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


465 St. John St., Montreal 


HEAD OFFICE: ‘“Tétephone Main’ 3300-2607 








{{ Mountain Hill, 


Quebec City _l| 
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ERSTON L. MARSHALL 


CONSULTING ACTUARY 


919 Hubbell Building 
DES MOINES, IOWA 














T. J. McCOMB 


CONSULTING ACTUARY 


‘Oklahoma City, Okla. 


Colcord Bldg. 








WOODWARD, FONDILLER and 
RYAN 
CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 


Harwood E. R 
| ate ler 75 Fulton St. 








Richard Fondiller 
Jonathan G. Sharp New York 














FRANK M. SPEAKMAN 


Consulting Actuary 
Associates 
Fred E. Swartz, C. P. A. 
W. L. Clayton 
E. P. Higgins 


THE BOURSE 


PHILADELPHIA 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 




















JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 








Room 101 Memorial Bldg., Nashville, Tenn. 














L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 


Accountants, Statisticians 


128 North Wells Street, Chicago 

















SIDNEY H. PIPE, 


Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 


MAJOR E. P. S. ALLEN, D. S. 0O., 


Associate, Actuarial Society of America. 

















Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
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R. M. MESSICK 


Consulting Actuary and Adjuster 
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NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “hopeless’’ 
cases for large amounts. Agents at- 
test its usefulness. It helps sell big 
policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of mod- 
erate means, aS well as men of 
wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: ‘‘No agent on earth could sell me life 
insurance, but I am going to buy a policy 
just the same’’; and he signed up for 
$75,000. 


USE IT AND PROSPER! 


PRICES: 

MNS EMA. 5 5oleesjors- ora eicicialeie $ -25 
ee Qe ree ree 50 
100 Re” Wlacacelu tet aretiateoome 15.00 
500 nea lacetet tier ate eaiaieram 60.00 

1,000 Be (Nargraveiptncere wieke a Sie 100.00 
5,000 Re atotelereraie asian 400.00 
10,000 Me * Sialaiaie sera cwerele 750.00 
Orders for single copies must be 
prepaid. 


Please remit by money order or bank draft 
on New York, to avoid exchange charges. 


The Spectator Company 
CHICAGO NEW YORK 
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Omaha Kansas City 
= and other branches of insurance 
embrace the most valuable and 
—— standard treatises on these subjects. 
SAMUEL BARNETT ALEXANDER C. GOOD ee 
CONSULTING ACTUARY Consulting Actuary 
INSURANCE LAWYER 807 Paul Brown Bldg. THE SPECTATOR CO. 
St. Louis, Mo. 
1131 Candler Bldg. ATLANTA, GA. and 800 Securities is. Kansas City, Mo. CHICAGO NEW YORK 









































PUBLICATIONS 
OF 


C. & E. LAYTON 


The undersigned are sole agents 
in the United States for the old 
established publishing house of 
Charles & Edwin Layton of Lon- 
don, England, whose long list of 
publications on fire, life, marine 
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Georgia Casualty Has 
New Departments 





Newark Carrier Inaugurates 
Three Divisions for 
Service to Field 





Managers Take Charge 





Fidelity-Surety, Accident and 
Health and _ Inspection 
Branches Started 


President Harry C. Mitchell, of the 
Georgia Casualty Company, Newark, 
N. J., recently announced the organ- 
ization of three new departments, fidel- 
ity and surety, accident and health and 
inspection divisions, of his organiza- 
tion. 

H. C. Hinds, who has been appointed 
manager of the fidelity and surety de- 
partment, will assume his duties on the 
first of December of this year. Mr. 
Hinds has been engaged in this branch 
of the insurance business for the past 
seventeen years, having served for ten 
years in the home office of the United 
States Fidelity and Guarantee Com- 
pany, three years with the Metropolitan 
Casualty and four years with the De- 
troit Fidelity and Surety. 

R. O. Davidson, who took charge of 
the accident and health department on 
the fifteenth of this month, has been 
in continuous service in accident and 
health insurance for the past twenty 
years. He was for ten years with the 
Royal Indemnity Company of New 
York as manager of the accident and 
health department and more recently 
was associated with the United States 
Casualty Company. 

William P. Lobley, who has been 
active in inspection work for approx- 
imately fifteen years, took charge of 
the Georgia Casualty’s inspection de- 
partment Nov. 15. He served in the 
United States Navy as Lieutenant 
Chief Engineer during the World War. 


Century Indemnity Enlarges 
Field Organization 


Hartrorp, CONN., Nov. 21.—The 
Century Indemnity Company today an- 
nounced the enlargement of its field or- 
ganization in the Chicago branch office 
by the appointment of Robert W. Har- 
vey, who has been assigned supervision 
of its development in the State of Wis- 
consin. Mr. Harvey, a graduate of the 
University of Wisconsin, comes to the 
Century with a background of wide ex- 
perience obtained in the service of sev- 
eral casualty and surety companies, 
principally in Wisconsin. 
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Casualty Actuarial Group in 
Annual Session 
(Concluded from page 43) 


Phillips, secretary-actuary, Minnesota 
Compensation Insurance Board, St. 
Paul, Minnesota; Harry F. Richardson, 
secretary-treasurer, National Council 
on Compensation Insurance, New York 
City; Carl N. “Jacobs, vice-president 
and general manager, Hardware Mu- 
tual Casualty Company, Stevens Point, 
Wisconsin; Harold R. Gordon, executive 
secretary, Health & Accident Under- 
writers Association, Chicago. 


Admitted as Fellows 


The following Associates were ad- 
mitted as Fellows. They were also 
granted the diploma of the Society as 
Fellows by examination: James M. 
Cahill, Travelers Insurance Company, 
Hartford, Conn.; Henry H. Jackson, 
actuary, National Life Insurance Com- 
pany, Montpelier, Vermont; A. Z. Skeld- 
ing, assistant actuary, National Coun- 
cil on Compensation Insurance, New 
York City; Edward S. Skillings, Wood- 
ward, Fondiller and Ryan, New York 
City. 

The following candidates passed the 
examinations and were enrolled as 
Associates: Maurice L. Furnivall, ac- 
cident actuarial department, Travelers 
Insurance Company, Hartford, Conn.; 
John J. Taheny, Arizona Industrial 
Commission, Phoenix, Ariz. 


New Associates 

The following candidates were suc- 
cessful in completing the examinations 
for Associateship and will be enrolled 
as Associates of the Society, provided 
they qualify under the terms of ex- 
amination: Bruce Batho, The Franklin 
Life Insurance Company, Springfield, 
Ill.; Thomas O. Carlson, National 
Bureau of Casualty & Surety Under- 
writers, New York; William Chodor- 
coff, Winnipeg, Manitoba, Canada. 
Israel Feldman, Metropolitan Life In- 
surance Company, Ottawa, Canada; W. 


Darrell Laird, Winnipeg, Manitoba, 
Canada; L. J. Lehane, Hardware 
Mutual Casualty Company, Stevens 


Point, Wisconsin; Alfred F. Muth, Lon- 
don Life Insurance Company, London, 
Canada; Conrad Orloff, assistant actu- 
ary, The Pyramid Life Insurance Com- 
pany, Kansas City, Mo.; Rose Prasow, 
Confederation Life Association, Tor- 
onto, Canada; S. I. Shpeller, Winni- 
peg, Manitoba, Canada; David Silver- 
man, c/o Woodward, Fondiller and 
Ryan, New York City; J. J. Smick, 
National Council on Compensation In- 
surance, New York City; Herbert E. 
Wittick, Standard Accident Insurance 
Co., Detroit, Michigan; Joseph A. 
Yates, Travelers Insurance Company, 
Hartford, Conn. 
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Is Nominated to Head 
Surety Underwriters 


C. W. French Named for 
Presidency of Chicago 
Organization 








Royal Indemnity Official 





Heads Slate to Be Presented 
to Members at Annual 
Dinner Tonight 


CHicaGo, Nov. 20.—C. W. French, 
resident vice-president of the Royal 
Indemnity Company, has been nom- 
inated for the presidency of the Surety 
Underwriters’ Association of Chicago, 
the organization which deals with prob- 
lems of competition in the fidelity and 
surety fields of this territory. 

Other nominations received at the 
November meeting last week include 
Frank C. McVicar, Detroit Fidelity and 
Surety, first vice-president; John P. 
Keevers, Maryland Casualty, treas- 
urer, and L. C. Knapp, Great Ameri- 
can Indemnity, secretary. 

Nominations for the important ex- 
ecutive and acquisition cost committee 
include R. E. Cline, Aetna Casualty; 
Gordon Fox, New Amsterdam Casu- 
alty; J. L. Maehle, American Surety; 
W. S. Steiner, Globe; T. E. Dunne, 
United States Casualty; W. G. Kress, 
Fidelity and Deposit, and A. G. Stan- 
ten, the retiring president, Massa- 
chusetts Bonding. 





New Insurance Plan 


Los ANGELES, CAL., Nov. 18.— 
A plan to provide all persons in 
California having incomes under 
$2,500 per year with hospital 
care up to $5 per day, with nurs- 
ing and medical services, and 
including necessary medicines, 
for payment of a small premium, 
either monthly or yearly is being 
worked out under the direction of 
the California State Medical So- 
ciety. Dr. R. C. Cushman, of 
Santa Ana, is one of the three 
physicians in the State named by 
the society to proceed with the 
formation of the plan. 

The fundamental idea, accord- 
ing to Dr. Cushman, is to assure 
medical attention at a small pre- 
mium to the person of small 
means. Dr. H. W. McArthur of 
Los Angeles is also a member of 
the committee, which will meet 
soon in San Francisco after 
which further details of the plan 
will be made known. 
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Accident-Health Men 
Meet in Chicago 





Managers Club at November 
Luncheon Hear Talk on 
Picking Agents 





Ernest A. Johnson Talks 





Official of Inter-Ocean Casualty 


Says Failures in Other Lines 
Make Good Agents 


CuicaGo, Nov. 18.—A remarkable 
story of how men trained in lines of 
business other than insurance had been 
converted into outstanding producers 
of accident and health insurance was 
given to the members of the Accident 
and Health Managers’ Club at their 
November luncheon at the Palmer 
House, Monday, by Ernest A. Johnson, 
State manager of the Inter-Ocean 
Casualty Company. 

The speaker explained he never took 
an agent from another insurance com- 
pany, but preferred to take men who 
are dissatisfied in other vocations, say- 
ing that such men have less to forget 
and are willing to concentrate on acci- 
dent and health production. He also 
declared that he got his best leads as 
to prospective agents from bankers. 

The first man he enrolled in the 
Illinois territory, a man who had been 
trained in the hardware business, wrote 
146 applications during his first week 
with the Inter-Ocean, wrote 1000 appli- 
cations in five months, and at the end 
of three years has earned $26,000 in 
commissions and bonuses. Mr. Johnson 
advocated the use of one outstanding 
salesman as the nucleus for an agency 
staff. He said that five of his full time 
men had written an average of 350 
applications during the past’ ten 
months, and that his full time staff is 
producing an average of $4,200 in pre- 
miums per year per man. He tabooed 
the idea of making advances to new 
agents, preferring to set a special goal 
for his men whereby they would make 
extra compensation if they reached it. 
His first new agent, the hardware man, 
earned a bonus of $1,000 by writing 
1000 applications during his first year, 
while another salesman, formerly deal- 
ing in vacuum cleaners, earned $500 
by writing 500 applications during his 
first year, this in a strange town. 


A. Roden Lawrence has been ap- 
pointed resident vice-president of the 
Maryland Casualty Company for the 
territory heretofore reporting to the 
general agent at Rochester. His head- 
quarters will be located at 23 and 25 
Exchange Street, Rochester, N. Y. 


Casualty, Surety, Etc. 








New Compensation Rates for 
Missouri 


St. Louis, Mo., Nov. 19.—Superin- 
tendent of Insurance Thompson today 
announced new rates for workmen’s 
compensation insurance effective Janu- 
ary 1, representing an average reduc- 
tion of 2.4 per cent and saving approxi- 
mately $250,000 a year for insurers. 

With a few minor changes the new 
rates are the same as submitted to 
the department by the National Council 
of Compensation Insurance several 
weeks ago. They were outlined in 
THE SPECTATOR two weeks ago. 

Approximately 700 classifications are 
involved in the new rates and about 
15,000 corporations and individual con- 
cerns carry compensation insurance, 
while about 300 large industrial or- 
ganizations are self-insurers. The 
new schedules reduce the rates for 406 
classes while 213 were increased and 
72 remain unchanged. 





Charles E. Mitchell 


Charles E. Mitchell, Superintendent 
of Agents of Lloyds Casualty Com- 
pany, 75 Maiden Lane, New York City, 
died last Saturday night. 

Mr. Mitchell, although a young man, 
had an unusually extensive and effec- 
tive career in the insurance business. 

He commenced his insurance life 
shortly after graduating from college as 
a local agent in Asheville, N. C., leav- 
ing this to serve overseas in the 114th 
Field Artillery, Thirtieth Division. On 
returning from France, he was con- 
nected with the Fidelity and Deposit 
Company as an_ executive special 
agent, with which company he was con- 
nected for approximately four years. 
He left the Fidelity and Deposit Com- 
pany to become affiliated with the 
Standard Accident Insurance Company 
of Detroit, and went from this position 
to that of superintendent of agents for 
the Surety Department of the Conti- 
nental Casualty Company. 
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Great American 
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Col. Fred W. Fleming 


Kansas City, Mo. Nov. 14.—Colonel 
Fred W. Fleming, street railways re- 
ceiver here from 1920 to 1926 and 
president of the Central Surety and 
Insurance Corporation, died today in 
the Presbyterian Hospital, Chicago, 
where he underwent an abdominal op- 
eration yesterday morning. 


Quebec Compensation Act Is 
Compromise 
(Concluded from page 39) 


Amounts for 15,468 claims formed 
together a grand total of $2,128,952.64, 
of which $1,440,461.76 was paid by the 
insurance companies, $680,066.16 by 
self-insurers, and $8,424.72 by em- 
ployers who were not insured. These 
payments did not include amounts paid 
for medical attention, which amounted 
to an additional disbursement of at 
least one-third of the entire amount. 

The president of the Commission 
spoke at some length on the varied 
number of claims brought to their at- 
tention. He said that 15,095 males and 
373 women and children received aid 
for total temporary incapacity, per- 
manent incapacity and death; 13,838 
cases involved payment for temporary 
incapacity, and 1521 cases came under 
the permanent incapacity class. 

In his concluding remarks the presi- 
dent said: “It can be asserted safely 
that under the operation of the new 
law, court costs and delays in disposing 
of cases have been eliminated. The im- 
portance of this result has already 
been fully appreciated by the employer 
and the workman.” 








Able and conscientious agents 
whose aim is to build a last- 
ing business appreciate the cus- 
tomer-satisfying service of the 


MASSACHUSETTS 
BONDING and INSURANCE 








COMPANY 


T. J. FALVEY, President 


SURPLUS TO POLICYHOLDERS 
OVER TEN MILLION DOLLARS 








Fidelity and Surety Bonds 


and Casualty Insurance 
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Actuaries Hear Talk 
on Social Insurance 


Rainard B. Robbins Dis- 
cusses Trade Union Bene- 
fits at Annual Session 


Not Scientific, He Says 


Declared There Is Nothing to Be 
Learned from Them in 
Actuarial Theory 


In his paper entitled “Trade Union 
Benefits and Our Social Insurance 
Problems,” delivered before the six- 
teenth annual meeting of the Casualty 
Actuarial Society, held in New York 
Tuesday, Rainard B. Robbins declared 
that while for a half century trade 
unions have been paying insurance 
benefits of various sorts, these schemes 
have not had a scientific basis, and 
therefore nothing in the way of actu- 
arial theory can be learned from them. 
Mr. Robbins is vice-president-actuary 
of the Union Labor Life. 

The speaker pointed out that the 
benefits discussed are payable in case 
of sickness, accident, death, old age and 
unemployment. He stated that in op- 
erating these different benefit plans a 
point of view is taken which is quite 
the opposite of the conservatism of a 
life insurance company which must pay 
its claims regardless of the financial 
status of the claimant. He called at- 
tention to a number of recent reports 
and articles which review trade union 
benefit plans and stated that these pub- 
lications point out forcibly the insuf- 
ficiency of the support for most pension 
plans of trade unions. 

A sharp contrast was drawn between 
the emphasis placed on safety by in- 
surance companies and the laxness of 
trade unions in this regard. He de- 
clared that when a trade union sees an 
urgent need for a particular benefit it 
plans to meet that need with as little 
delay as possible. The members are 
accustomed to assessments to support 
strikes, to support their leaders in vari- 
ous movements for mutual benefit, to 
help particular members in distress and 
to extend their organization, and when 
an old age benefit scheme or a death 
benefit scheme is proposed the same 
methods are used in its adoption, the 
speaker said. An empty treasury is 
the union’s evidence that dues or in- 
surance rates are too low, he continued. 

Mr. Robbins remarked upon the deep- 
rooted opposition to State or national 
insurance in the United States, and 
pointed out that such developments 
now exist for many forms of benefits 
in European countries and suggested 
that “the most helpful attitude would 
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UNDERWRITING RESULTS BY LINES IN 1928 OF 
COMPANIES LICENSED IN NEW YORK STATE, 
TRANSACTING A COUNTRY-WIDE BUSINESS 
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pA... 
Commissions and Femme tone 
a iene — foe teen os we. Tedalis 
TOTAL BUSINESS 
51.3 8.6 26.1 14.6 —- .6 
ACCIDENT 
48.9 3.0 33.0 14.7 — .4 
HEALTH 
55.0 4.5 25.7 12.8 + 2.0 
NON-CANCELL|ABLE ACCIDENT} AND HEALTH 
96.0 4.6 30.1 14.4 —45.1 
AUTIOMOBILE LIABIILITY 
56.1 10.9 25.3 11.3 — 3.6 
LIABILITY |OTHER THAN AU|/TOMOBILE 
43.4 12.4 25.1 16.9 + 2.8 
WORK|MEN’S COMPENS|ATION 
65.3 9.4 17.7 14.5 — 6.9 
FIDELITY 
47.0 8.1 28.6 17.9 — 1.6 
SURETY 
40.2 7.6 34.0 17.5 “ree 
PLATE GLASS 
33.2 3.6 34.1 14.4 +14.7 
BUR|GLARY AND TH/EFT 
31.4 4.6 33.0 15.8 +15.2 
SPRINKLER 
31.5 6.5 35.4 18.7 + 7.9 
STEAM BOILER 
12.2 7.5 29.3 50.1 + 2.8 
ENGI|NE AND MACHI/NERY 
23.4 1.5 27.6 30.3 +17.2 
AUTO|MOBILE PROPER|TY DAMAGE 
45.8 13.3 26.8 11.2 + 2.9 
AUTOMI/OBILE COLLISIO|N 
55.7 9.4 26.5 10.6 — 2.2 
PROPE|RTY DAMAGE A|ND COLLISION O/THER THAN AU/TO 
34.5 10.9 24.2 12.6 +17.8 
LIVE STOCK 
62.0 3.2 20.1 11.3 + 4.4 
CREDIT 
45.3 6.7 30.9 12.0 + 6.1 
FORGERY 
2.1 .08 93.7 87.7 —84.3 
WORK!/MEN’S COLLEC/TION 
55.9 2.5 21.2 10.0 +10.4 
AUTOMOBI|LE, FIRE AND T|HEFT 
53.8 6.7 39.7 10.2 —1C.4 
























seem to be an open-minded study, and 
if the need exists for more widespread 
participation in insurance benefits than 
seems feasible with our present meth- 
ods, we must ask ourselves if we can 
modify our procedure to such an extent 
as to enable our private corporations 
to meet the existing needs.” 


Reductions in Glass Rates 
Is Announced 


BALTIMORE, Nov. 18.—A reduced rate 
on Plate Glass Insurance, effective 
Dec. 1, is announced by the United 
States Fidelity and Guaranty Com- 
pany. 


Casualty, Surety, Etc. 
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ONSURANT 





F SUOCKS 








The following quotations, as of Nov. 
18, 1929, are from reliable houses, and 
if any of our readers are interested in 
stocks not appearing in this list, the 
Research Bureau of THE SPECTATOR 
will endeavor to supply the data: 


American Equitable (new) 
W. Wallace Lyon & Co.... 


American Insurance Co. of 
Newark 
Arthur Atkins & Co., N. Y. 20 22 
Clinton Gilbert ......cs2<00 19 22 
Gilbert Elliott & Co., N. Y. 20 22 
Miliken & Pell, Newark, 
of See ae eee 20 22 
Bankers & Shippers (new 
stock) 
Arthur Atkins .....c.2cc- 110 130 
Gilbert Elliott & Co. N. Y. 110 130 
ce AES SS er 110 130 
Baltimore-American (new 
stock) 
Chas. Sincere, Chicago..... 41 44 
Brooklyn Fire 
W. Wallace Lyon & Co.... 22 26 
Bronx Fire Ins. Co. 
W. Wallace Lyon & Co.. 100 110 
Camden Fire 
Arthur Atkins & Co., N. Y. 21% 23% 
Gilbert Elliott & Co., N. Y. 21 24 


Bid Offered 
27 30 















As An Investment Suggestion 


Continental 
Casualty 


Insurance Co. 


Charles Sincere & Co. 


Members New York Stock Exchange 
Members Chicago Stock Exchange 
Members Chicago Board of Trade 


231 South La Salle St. 
Chicago 














WANTED 


American Investment 
Securities 
Boston Insurance 
Columbian Nat’l. Life 
New Hampshire Fire 
United Life & Accident 
and all other 


New England Insurance Stocks 


CHAS. A. DAY & CO. 


Incorporated 


Sears Bldg. Boston 














Clinton GeROrt. ..o6.6cac<ee. 23 24 
Carolina Insurance 
Arthur Atkins & Co., N. Y. 32 36 
Re rr 25 30 
Chicago F. & M. (new) 
Clinton “Geert sco ccc 38 43 
RRR TOONS so scsiv ss ce es ne 30 33 
Continental Assurance 
Charles Sincere & Co., Chi- 
RN ee aera No Quote 
Continental Gas. 
CHRROT AGOEE 05.6506 50 5 ou 40 
Eagle Fire (Newark) 
Gilbert Elliott & Co., N. Y. 70 75 
Excess Ins. Co. of America 
Gilbert Elliott & Co., N. Y. 9 13 
Cilio AGMDOre sc .s0c ccs 12 17 
Firemen’s Insurance Co. of 
Newark 
Arthur Atkins & Co., N. Y. 33 35 
CSUIDEOH AATIDOLE | co s.0.5: 0:05 0,6: 32 34 
Miliken & Pell, Newark.... 32 35 
Gilbert Biliott & Co., N. Y. 32 34 
Franklin Fire (ex rights) 
Arthur Atkins & Co., N. Y. 175 184 
Coen ASIOGTE o.0:6 0.6.0:0:5:00: 175 185 
Glens Falls 
Arthur Atkins & Co., N. Y. 53 59 
Clinton “GHOOTE ois vcs s0.00 54 58 
Globe & Rutgers (new stock) 
Gilbert Elliott & Co., N. Y. 950 1100 
Clinton Gubert. ..« o:0<.6-0-<'s: 975 1075 
Globe Ins. co. (new) 
W. Wallace Lyons & Co... 20 25 
Great American Ins. Co. 
Arthur Atkins & Co., N. Y. 313 334 
Gilbert Elliott & Co., N. Y. 31 34 
Clinton Gilbert. ...scccescs 31 33 
Hanover Fire (ex rights) 
Arthur Atkins & Co., N. Y. 51 58 
Cipton AAD ert 6 <.<cis5.60:0:0. 54 60 
Gilbert Elliott & Co., N. Y. 53 60 
Harmonia Ins. Co. 
Clinton Gipert...2 <-6.608.0% 23 29 
Home (N. Y.) ex Home Sec. 
Yo. 
Gilbert Elliott & Co., N. Y. 40 43 





Hudson Cas. Ins. Co. 








Insurance Stocks 


We wish to buy 


200 Carolina 

100 Franklin 

100 Hanover 

500 Home Ins. (New) 
500 Home Ins. (Rights) 
100 National Liberty 

50 National Union 


GILBERT ELIOTT & Co. 


We wish to sell 


200 Continental Casualty 
10 Globe & Rutgers 
500 Home Ins. (Rights) 
50 Northern 

50 Preferred Accident 


200 Seaboard Fire & Marine 


100 U. S. Casualty 


Members of New York Stock Exchange 
Members Assn. of Bank Stock Dealers 


1l Broadway 














Miscellaneous Insurance 





DIGby 2700 














Clinton: Gert « s:6.6:6.0.9 6.6018 23 43 
Gilbert Elliott & Co., N. Y. 3 5 
Importers and Exporters 
Arthur Atkins & Co., N. Y. 95 
Gilbert Elliott & Co, N. Y 95 
Knickerbocker Fire Ins. 
W. Wallace Lyon & Co.... 40 45 
Lincoln National Life 
Conning & Ce... 0c ; so) 
Maryland Casualty 
Gilbert Elliott & Co., N. Y. 93 100 
Merchants & Mfrs. Fire 
W. Wallace Lyon & Co.,, 
RES irs ok terard ceca wade 20 25 
Missouri State Life (ex 
rights) 
CREE E TEMIOEE | ose. 5.5 cic oe.0 o.ck0 50 60 
Arthur Atkins & Co., N. Y. 62 70 
Clinton GHMOEt oo ccscsccs 60 68 
National Casualty 
Chas. Sincere & Co., Chicago No Quote 
National Liberty (new stock) 
Arthur Atkins & Co., N. Y. 163 173 
Chas, Sincere, Chicago..... 16 19 
Clinton GiHbert oo. 00 ose 16 19 
National Union (Pittsburgh) 
(ex rights) 
Gilbert Elliott & Co. N. Y. 240 260 
New York Fire Ins. Co. 
W. Wallace Lyon & Co., 
INE AUR OR a sctaia ai '> ciate alerstete 0197 30 35 
New World Life 
Charles Sincere & Co., Chi- 
CN ia oe SE Satie [ae Ai Rei By peti 14 re 
Peoples National 
Crmten GOINGEE. 5c i656 0 19 22 
Presidential F. & M. 
Charles Sincere & Co., Chi- 
MAMMENEN ete on ciate. a eee renane minis es: sie ae 62 
Providence Washington 
Mansfield & Co., New York 850 900 
Public Fire Ins. Co. 
Miliken & Pell, Newark, 
Ede =6 orca e atatew en a aree/a%s 25 27 
Republic Fire, Pittsburgh 
W. Wallace Lyon & Co..... 30 35 
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Reinsurance Life of America 
Charles Sincere & Co., Chi- 


OS Soicavicncsataawcees 98 105 
Security Ins. Co. of New 

aven 
Civitan GHOGEE  occciciswees 80 95 


Arthur Atkins & Co., N. Y. 70 80 
Springfield F. & M. 

Mansfield & Co., New York 200 205 
St. Paul F. & M. Ins. Co. 


Clinton GUBGSE oes vcccuces 170 185 
Stuyvesant 
Arthur Atkins & Co....... 62 70 


Southern Surety 
Gilbert og & Co., N: Y¥. 15 25 
Sylvania Ins. 


W. Wallace Ton & Co.. 25 30 
U. S. Fire Ins. Co. 

CUIRtGH GHMGFE «6 s.scces acs 50 70 
United States Merchants & 

Shippers 

Clint Gilbert .cccisiescee 300 
Virginia F. & M. 

Clinton (GIOTE 2 os 6 60:00 bn0 120 ae 

Arthur Atkins & Co., N. Y. .... 125 
Westchester Fire 

Chinton Gipert ..6.cccscces 50 57 


Arthur Atkins & Co., N. Y. 52 60 
NEW ENGLAND STOCK 


American Investment Secur- 


ities Co. 
Chas, A. Day & Co.,. Ina, 

SAGE 5c 5 oan! oh aa\a ta ege-4ce 18 22 
H. D. Knox & Co., Boston.. 19 23 


Boston Casualty 
Chas. A. Day & Co., Ince., 
WM og 64 S:0e ar a oe elecns.3 15 20 
H. D. Knox & Co., Boston 17 21 
Boston Insurance (new stock) 
Chas. A. Day & Co., Inc., 
RNIMEGRTS Cnc wesicg cepa naeee, 46 Ss 900 
H. D. Knox & Co., Boston .... 935 
Capitol Fire Ins. Co. 
Ghas. A. Day & Co., Ine., 


Boston: 
PERRO OTOR: 6 cca cecices cietw's 96 
CNN ox. ora a.k.a anise caters 250 
H. D. Knox & Co., Boston: 
a PPAR re et olf 
ee ee ee oO 


omm 
Coma ational Life Ins. 


oO. 
Chas. A. Day & Co., Inc., 
MMINEE. 0.0, cco, cie-eu aieeceresere 470 500 
H. D. Knox & Co., Boston... 475 505 
Mass. Bonding & Ins. Co. 


w) 
Chas. A. Day & Co., Ine., 
MAREE og ol clealesenp eincatereel ee 130 160 
H. D. Knox & Co., Boston 125 155 
Mass. Title Ins., Pfd. 
Chas. A. Day & Co., Inc., 
WEY og de eceuacese ewe 25 35 
New England Fire 
Chas. A. Day & Co., Inc., 
gO Er re eres O 30 35 
H. D. Knox & Co., Boston. 35 40 
New Hampshire Fire 
Chas. A. Day & Co., Inc., 
je en ee 70 80 
Old Colony Insurance 
Chas. A. Day &.Co., Inc., 
MUMEOND ac cttenc os ciao os a aes 500 
Providence-Washington 
Chas. A. Day & Co., Ine., 
1G Re emir rare 450 575 


H. D. Knox & Co., Boston. 460 582 
a Island Ins. Co. 
DD, Hnox € Co... .ccccese 33 38 


Ro A. Day & Co., Boston 31 36 


Vacationing to Vocation 
(Concluded from page 25) 


(2) Historical background of life in- 
surance. 

(3) Principles of life insurance. 

(4) Functions of life insurance. 

(5) Rate book. 

(6) Policy forms. 

(7) The sale. 


Advantages of the idea are: 


(1) Inexpensive. Each agent pays his 

own expenses to the home office and 
- return. We pay his expenses dur- 
ing the week at the school. 

(2) The location, in the mountains 
away from everything that would 
interfere with concentration, is 
ideal. 

(3) Association in informal way of of- 
ficers of the company with new 
men is beneficial to all concerned. 
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(4) Informal discussions at night 
around the blazing logs in an 
open fireplace help to make the 
spirit of the organization that of 
a family. 

(5) A normal man enjoys and appre- 
ciates an opportunity to get out 
with a group of other men where 
he has to “rough it” for a few days. 

(6) Turnover among men who meet 
with any reasonable degree of suc- 
cess is very small. Only three men 
who have produced as much as 
$100,000 of insurance in a year 
have left the company to go with 
other companies in eight years. 


Some weaknesses in our system: 
(1) Too much ground is covered in one 


week. There is too much “cram- 
ming.” Two weeks or more would 
be better. 


(2) We have been permitting some men 
to attend the schools before they 
attempt to sell insurance. Few 
such men succeed. 

The general plan and idea is good, 
we believe, especially for a company 
operating in a small group of States, 
and it occurs to us that several similar 
cottages located in different parts of 
the country could be used by larger 
companies at very reasonable cost. 


32-Story Building for Metro- 
politan 
(Concluded from page 15) 


part. We are interested solely in pro- 
viding for our own immediate needs, 
and for such future development as is 
already clearly indicated. The heights 
to which the completed building may be 
carried depend on the future require- 
ments of space, as well as how high it 
will be practically feasible to have it 
rise. We aren’t one whit concerned 
with whether it outtops the present or 
projected structures on Manhattan Isl- 
and. Our only purpose is to have a 
building large enough to house our em- 
ployees comfortably, to enable them to 
do their work under conditions most 
conducive to the economic and efficient 
handling of our business.” 

In view of this purpose, it is not at 
all surprising that the studies made by 
the company’s architects, Dan Everett 
Waid and Harvey Wiley Corbett, have 
departed far from tradition and have 
resulted in the conception of a building 
so different in its mass and detail as to 
be startling even to the ultra-modern- 
ist. Such a building might be carried to 
the height of a hundred: stories, an 
obelisk-like structure of glass and steel 
set on a pedestal of steel and marble. 

Despite the fact that such a building 
may never be completed, that it exists 
only in the plans, and that these plans 
have not yet been approved in any de- 
tail, it is interesting to consider what 
such a building would be like and some 
of the problems that its architects have 
attempted to solve. 
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Moulton Made Treasurer 
of National Life 


Promotion Rewards Long Service 
with Company—Henry H. Jack- 
son Becomes Actuary 


Clarence E. Moulton, for many years 
actuary of the National Life Insurance 
Company, Montpelier, Vt., has been 
promoted to the position of treasurer 
to succeed Paul Dillingham who re- 
cently resigned because of poor health. 
Henry H. Jackson becomes actuary. 

Mr. Moulton has been connected with 
the National since the early nineties 
and his long experience fits him par- 
ticularly for the post he now fills. 


Freedom from the Web of 

Worry 
(Concluded from page 27) 
let his powerful captive recuperate too 
completely ... perhaps a little thread 
across his eyes ... and another over 
his wings... there... as though in 
glee, he sped away, and then with calm 
certainty, waited and continued to 
watch. 

“Ah, gee, Jimmy, this isn’t a fair 
fight at all! It makes me feel sorta sick. 
Why look . . . that bee is strong as the 
dickens, he could put up a beautiful 
fight if he were only FREE!” 

“Yes ...I1 know. Even though I’m 
betting on the spider, I wish the bee 
would win.” 

“He doesn’t fight his victims . . . he 
just WORRIES THEM TO DEATH!” 

There was a silence again, and with 
torn wing, and bruised body, the bee 
waited. What was the use? What was 
strength, courage, skill, ANYTHING, 
against this untiring, malicious foe? 
There was no chance ... no fairness, 
no test of real ability. ... What was 
the use? The spider, realizing that he 
kad won a victory which he knew was 
his from the very beginning, came for- 
ward cautiously. He threw a few more 
threads out, but there was no resist- 
ance. When positive of this, he worked 
with lightning speed, and quickly 
bound his prize up into a tight bundle. 

Jimmy breathed harder, and sudden- 
ly, unable to stand it any longer, burst 
out with: “Here... here, Tom! You 
can have my flint, but I’M not going to 
let that YELLOW COWARD win this 
fight!” e* *#.*s 

DON’T let your mind be like “little 
bits of. finely clipped steel! Be the 
BULLET with the powder behind it!” 

Put full concentration on your busi- 
ness, by letting LIFE INSURANCE 
free you from the YELLOW SPIDER 
OF WORRY. 


(Company managers or general agents desir- 
ing to use this article in leaflet form are re- 
ted to communi with The Spectator.) 
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Just the book you have been waiting for! 


The Fourth Edition 


of 


Fire Insurance Inspection and Underwriting 


by 


Charles C. Dominge and Walter O. Lincoln 


Underwriters, well known in the business 


This book which is one of the standard books of the insurance 
- world has been enlarged to 1150 pages and contains numerous new 
illustrations. 


The insurance fraternity has always welcomed each new edition of 
this valuable book because it contains such a vast amount of new 
and pertinent matter, relating to fire insurance. 


The subject matter is written in a brief, concise form, readily 
understandable. 


The authors are practical Underwriters, Engineers and Lecturers, 
and are recognized authorities. 


This is the only Extensive Fire Insurance Hand Book arranged in 
encyclopedic form and valuable alike to the student as well as the 
experienced executive. 


AN AID TO SUCCESSFUL UNDERWRITING 
ORDER NOW 


Preference will be given as orders are received 


Price regular edition, $6.50 
De Luxe Edition, $10.00 








THE SPECTATOR COMPANY 


Publishers 
CHICAGO NEW YORK 
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